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ACH spring some definite in- 
EL fluence is noticeable in shoe 

styles. The sandal and the 
tailleur have in past seasons affected 
the trend of styles. This year the 
sport influence will be felt not only 
by an increase in the number of 
sport shoes sold but also by the 
sport theme appearing in 


Every Hour Has Proper Footwear 


The Greatest Opportunity Is to Achieve 


Balanced Consumption 


used so freely for trimming were 
primarily a sport material, but it is 
now so profusely used on all in- 
formal models that one no longer 
associates it solely with sport. Pat- 
terns have been hit just as hard by 
the sport vogue, and throw over 
fringed tongues, held in place with 





a strap and brass buckle, are fre- 
quently seen in afternoon models. 
Diversified interpretations are in- 
cluded in many models, varying 
from the diminutive strap effects, 
employing reptiles for decoration, to 
the bolder heavy strap and tongue 
effects, favoring the fringe and the 

flare. To say that either 





morning and afternoon styles. 
Sport shoes will be at least 60 
per cent more in demand this 
spring than ever before. Shoes 
for sport wear, which formerly 
were chosen because of their 
adaptability for the playing of 
a certain game, will this spring 
be chosen with the utmost of 
care, as the wearers will seek 
styles in harmony with the cos- 
tume ensemble, and each well 
dressed woman must have more 
than one pair of sport shoes 
as part of her spring ward- 
robe. Red flannel, formerly 
used for careful men’s winter 
wardrobe, is being taken up by 
feminine fashion. As a har- 
monizing shoe we will see many 
white buck kiltie tongues with 
red alligator or lizard trim- 
ming. 

All daytime modes will be 
affected by the sport vogue. 
Afternoon shoes which will 
achieve popularity have a dis- 
tinct sport influence both in 
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straps, gores or pumps will be 
the vogue for spring would be 
a dangerous statement. It is 
the opinion of several well in- 
formed stylists that all these 
patterns will be employed to 
achieve certain style results. 
For an accepted style of dress, 
if the harmonizing shoe can be 
made easily from a front gore, 
such a pattern will be used 
without any fear of antagon- 
izing the dictates of fashion. 
It is the ensemble effect of the 
spring shoes that will make 
them popular rather than the 
means of attachment. The im- 
portant elements are the color 
scheme and the trim, as both 
must harmonize with the dress. 


HE oxford for morning 

wear is gaining popularity. 
For spring lighter and more 
airy patterns will be selected. 
Succeeding the oxford for 
noontime is the French tie 
with either one or two eyelets. 








pattern and material. The 


animal and reptile grains now 


A good idea ves Los Angeles—Around the 


k with style 





This idea is used in several 
new themes, employing sweep- 
[CONTINUED ON PAGE 59] 
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The Best Merchandising 
Policy for 1926 


By Albert W. Frey 


Amos Tuck School of Administration and Finance, Dartmouth College 


(The following informative article 
by Mr. Frey is based on an address 
delivered by him before the annual 
meeting of the Rhode Island Shoe 
Retailers’ Association held in Provi- 
dence, March 2.—Ed. Note.) 


EFORE any policy can be set 
B= to govern any phase of a 

business, it is necessary to take 
into consideration all the conditions 
prevailing at the time such a policy 
is established. Without such a con- 
sideration, the haphazard policy 
adopted may hit wide of the mark. 
Even a close study of conditions may 
be of little value unless the person 
making such study has the ability to 
analyze whatever results such study 
might produce. 

On the one hand, we have seen the 
manufacturer turning out large 
quantities of merchandise featuring 
style and finally price, trying to 
force this merchandise out of his 
stock room down through to the final 
buyer. 

On the other hand, we have seen 
the consumer educated to a better 
knowledge of styles, spending money 
on automobiles, and greatly inter- 
ested in price because constant 
“sales” have taught him that such 
interest is worth while. 

Now what about the retail mer- 
chant who is between these two 
forces? The retailer has had man- 
ufacturers fighting to get merchan- 
dise into his store and customers 
doing a lot of thinking 
before taking the mer- 
chandise out of the store. 
New forms of competi- 
tion have augmented the 
old. The retailer’s job is 
no snap. 

After all, however, isn’t 
the problem today the 
same as it has always 
been from the point of 
view of good merchandis- 
ing—having the right 
goods in the right amount 
in the right place at the 
right time and at the 


right price? Isn’t it a question, 
not of a new problem, but of a great 
intensification of the old one? 
Guesswork often did the trick some 
years back, but it takes an analysis 
of facts to do the trick today. The 
trouble arises when guesswork is 
still employed today. When the 
buyer in a shoe store turns to his 
salesmen and holds up a shoe asking 
them how many of those they think 
they can sell and bases his order on 
such an estimate, results cannot be 
expected to be good. When a store 
is established in a town of 5000 for 
a year and then throws up the 
sponge saying that the town will not 
support a shoe store, do we see very 
much headwork shown? Wouldn’t a 
little analysis produce a better job 
or at least indicate that no job 
should be attempted? 

Let us look at some of the policies 
that must be determined and the 
factors that should be considered in 
determining them. , 


BUYING POLICY 


This end of the business is re- 
ceiving and should receive much 
more attention than formerly was 
the case. Careless buying cannot 
be offset by any amount of selling 
today. 

It seems almost needless to point 
out that one man should do all the 
buying, or at least one man in each 
line—men’s, women’s, and children’s. 
Where two or three men in a store 


Facts are more important than guess work and even 
facts are of little use unless intelligently analyzed. 


are placing orders, there is very 
likely to be overstocking and small 
turnover. It is, of course, well to 
get the opinions of everybody in the 
store who does any selling, for the 
persons in contact with the cus- 
tomers pick up many valuable hints, 
that is, valuable if they are used. 

We have pointed out that buying 
should only be based upon past ex- 
perience, from actual records, not 
guess, and a study of present condi- 
tions of the store’s market. If 
styles are coming out more often 
and are being demanded by cus- 
tomers, this is a fair indicator that 
fewer shoes should be bought at a 
time. If hand-to-mouth buying is 
really in evidence on the part of the 
customers, the dealer should adopt 
similar methods in buying from the 
manufacturer or jobber. Before 
getting any quantity of shoes, any 
style of shoe, shoes at any price or 
at any time, we should apply the 
test “Why?” and see if we can give 
a convincing answer. 

From another point of view, buy- 
ing is important—the source or 
sources. It seems to be true that 
buying from a few manufacturers 
is a much better policy than buying 
from many. In the first place, a 
store with its shelves looking like a 
crazy quilt is not pleasing to the cus- 
tomers; it is likely to look messy. 
More important, of course, is the 
fact that dealing with a few manu- 
facturers is much more satisfactory 

in a general business 
way. Much greater co- 
operation can be secured 
from the manufacturer 
who finds us a really 
worth-while outlet to him 
than from the manufac- 
turer who isn’t really con- 
cerned with the few pairs 
of his shoes that we may 
stock from time to time. 


STOCKKEEPING 
POLICY 


Once bought, the stock 
should be arranged to af- 
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ford quick service to the customer. 
Men’s, women’s, and children’s shoes 
should be kept separately, and may- 
be lines, colors, and sizes. Further 
the stock should be so arranged as to 
give a neat and orderly appearance. 

Sufficient records should be main- 
tained to enable the dealer to know 
always where he stands as re- 
gards color, size, price, brand, 
and style. Records kept day by 
day are valuable for comparison 
purposes. In addition to actual 
sales records, any other factors 
that may have been influential 
in increasing or decreasing 
sales, such as weather condi- 
tions, should be recorded. Com- 
parison of the present day’s 
figures with those of yesterday, 
the same day of the week or 
year previous and an analysis of 
the reasons for variation may 
bring out many strong or weak 
points. 

An up-to-date stock record 
will point out fast moving stock. 
It will show broken assortments 
in staple lines. Fill-ins can be 


made intelligently on this basis. 
Exactly as important is the fact 
that good stock records will 
point out slow moving stock. 
This will be the signal, first, to 
get rid of this stock, and second, 
to buy no more of such stock. 


The best practice seems to be to 
get rid of slow moving or non- 
moving merchandise as quickly 
as possible. It is a question of 
selling it now at some loss or 
later at a greater loss. The 
money tied up in dead wood 
should be allowed to go to work 
again. 

Stockkeeping then is an excel- 
lent check on buying. Efficient 
stockkeeping may mean great 
savings on investment, interest, 
and prestige, 


ACCOUNTING POLICY A 


The importance of accounting 
to a store was brought home to 
the writer recently by the case 
of a store that was apparently 
doing and had been doing a 
profitable business in a small town. 
However, when an account was 
called in to go over the books, it was 
discovered that the store was really 
operating at a great loss, and it was 
closed the same day. 

Proper accounting will point out 
two things principally: where the 
profit lies, arid where any expenses 
are too great. Many stores keep 
their accounts on the basis of the 
stock as a whole, rather than break- 
ing it down into departments. If 
the records.for men’s, women’s, and 


Dartmouth Colleg 
son, Editor of the 


eration comes into its own. 
are: President, George E. Pierce, Jr.; vice- 
president, William P. Butler; treasurer, J. 
, Harold Ballou. The 
directors are: F. S. Fenner, E. S. Lafay- 
ette, Thomas Purvis and R. Lofgren. 
A big meeting is planned in May, where 
retail store salesmen will have the 
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children’s shoes, slippers, and find- 
ings, for instance, are kept sepa- 
rately, it may develop that one or 
two of these lines are being carried 
at a loss and are consequently eating 
up the profits on the other lines. 
Perhaps markups should be changed 
or certain lines discontinued on the 


George E. Pierce, Jr. 


The annual meeting of the Rhode Island 
Shoe Retailers’ Association was the biggest 
session in point of attendance. 
at Turk’s Head Inn, Providence, March 2. 
The Rhode Island merchants challenge any 
association in the country in singing ability. 
They maintain that there are more good 
voices in Rhode Island than any other State. 
The features of the meeting were the ad- 
dress by Prof. Albert W. Frey of the Amos 
Tuck School of Administration and Finance, 
e, and Arthur D. Ander- 
Boot AND SHOE RECORDER. 
In the election of officers the younger gen- 
The new officers 


or. 


present basis. A thorough account- 
ing job will tell the story. Again, 
it will tell the turnover story. 


PRICE POLICY 


The matter of price is or should 
be first taken into consideration 
when buying. The study of the 
market and competition will tell 
about the right place for any store 
to hit in on price, and it will buy 
shoes that can be sold profitably at 
that price, bearing in mind the 
margin that must be added. The 


It was held 


51 


extent of markdowns should also be 
based on a study of conditions to 
determine at just what price, the 
desired purpose of the markdown 
will be accomplished, 

The subject of “sales” has been 
given a separate heading due to its 
importance. It is a part of the 

general selling policy, as, for 

that matter, are many of the 
other policies considered sepa- 
rately here. 

For years, it was the custom 
to hold sales at the end of sea- 
sons. More recently, however, 
we have seen sales run at most 
any time and for most any rea- 
son. This has often been the 
result of inefficiency and also of 
the opportunity to pick up many 
margains. Analysis shows that 
the fewer sales during the year 
the better. 

While buying cannot be fig- 
ured out with absolute accuracy, 
it should be able to do away with 
the necessity of having constant 
sales. Many dealers like to run 
sales in order to run up a big 
total for the day’s or week’s 
business, giving little thought 
as to how much of this total is 
profit—or loss. A large sales 
figure means nothing in itself. 

The effect of constant mark- 
downs is likely to be that the 
customer thinks that the normal 
or usual margin is too great. 
This is more than theory, for we 
see people today playing the 
sales altogether. 

Many dealers think that sales 
bring new customers into the 
store. In the case of depart- 
ment stores this is generally 
good policy, for people attracted 
by leaders are very likely to buy 
other merchandise. The shoe 
dealer, however, cannot profit in 
this way, and the new customer 
is not brought in with any gain. 

Lastly, constant “sales” are 
likely to ruin the prestige of a 
store. When we see markdown 
after markdown in a shop, we 
naturally class it as a “mark- 
down” shop and cheap. 

Any store should decide on the 
basis of a study of conditions again 
as to whether it will do entirely a 
cash or credit business or a combi- 
nation of the two. It is difficult to 
generalize as to what plan is best to 
employ. We can say with certainty, 
however, that if credit is to be ex- 
tended, it must be considered in 
determining our markup. A person 
receiving credit should be paying for 
it. A definite policy as to who shall 
receive credit, how collections are to 
be made, and whether credit is to 


[CONTINUED ON PAGE 66] 
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N ;WS for Your Local Paper 


_.. Recorder 
~Wews Release 


Hand These to Your Local 
Editor, with Mats of Illus- 
trations Furnished Free by 
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The Pretty Ankle Age 
How to Make Slim Ankles by 


Exercise 


Every woman wishes pretty feet, 
for present fashions reveal the 
feet. Nature may or may not have 
endowed a woman with pretty feet 
and ankles; either way, she must 
care for her feet, even as she cares 
for her face, if she would keep the 
charm of her feet and ankles and 
wear her shoes well. There are 
special exercises for reducing the 
ankles and ae the feet trim 
and proper. ere are some of 
them, as they come from a shoe 
model, whose feet are her fortune: 

Walk much. Never mind the 
distance. Walk as long as you 
feel like walking. 

Walk gracefully. Lean forward 
slightly and throw the weight on 
the ball of each foot. Never mind 
about walking on your heels, with 
your chest up and spine as straight 
as a ramrod. That may be all 
right for a military drill, but the 
graceful carriage of a woman 
should be different. 

Dancing may or may not be a 
substitute for walking. It depends 
upon whether one dances grace- 
fully or otherwise. , 

The tight-rope walk is an extra 
special drill for the advanced 
class: 

Put one foot in front of the other 
to get both feet in a straight line; 
rise on the balls of the toes a num- 
om ot times. It is a good balance 
rill, 

Try walking, and putting each 
foot in front of the other in a 
straight line. Imagine you are 
walking on a tight-rope in a cir- 
cus. 

The pendulum drill is particular- 








Miss Berthe Braggiotti of the Denishawn Dancers, teaching graceful 
posture. (Illustration to go with The Pretty Ankle Age) 


ly good. Stand with the feet six 
inches apart. Swing each foot al- 
ternately, as far forward as pos- 
sible and as far back as possible. 

The goose-step is good exercise, 
if it is snappy. 

While standing with the feet six 
inches apart, try swinging the legs 
in a circle. 

As practice makes these exer- 
cises easy, try balancing on the ball 
of the foot, as one goes through 
each drill. 

Then sit in a hard-bottomed 
chair. Take off your shoes. Then 
stretch your feet and toes and try 
to touch the wall. Stretch out the 
feet from the ankles to the toes. 
It limbers up the arches and makes 
insteps more _ shapely. While 
seated, stretch out the legs and 
wiggle the toes; also try rotating 
the ankles. This works out the 
joints, keeps the muscles flexible 


_and helps toward a graceful walk. 


For a pastime, try to pick up a 
marble with the toes. 

In the heel drill, stand with the 
heels ther. Spread out the 
toes and bri them together 
again, like opening and closing a 
fan, and do it smartly. Elevate 
the toes by rising on the heels as 
a base; this brings up the muscles 
of the front of the ankles and legs 
and helps to make ankles shapely. 

Trying to kick as high as one’s 
head is extra good exercise for the 
feet, especially if one is skilled 
enough to rise on the toe of the 
foot as one makes the kick. But 
bear in mind that this exercise is 
to be taken only by sons who 
are skilled in footwork. 

“One must exercise if she wishes 
trim and graceful feet, that look 
pretty in present styles of foot- 
wear,” the model. 


it FA only a temporary device, for 








ankles soon thicken after the cor- 
set is left off. 

“Of course, one must watch the 
diet, for the tendency to put on 
flesh runs even to the ankles.” 





Her Feet Expressive 


Says Cecil B. DeMille of 
Leatrice Joy 


Cecil B. DeMille, the motion pic- 
ture marvel, says that personality 
from the point of view of a movie 
director, is that “mystic, illusive 
thing that shines in the eyes, that 
is recognized in the clothes, that 
you can see from in back, that is 
noted in the turn of an ankle, and 
that it can’t be bottled up.” 

He picked Leatrice Joy for star- 
dom because of the “expressive- 
ness of her feet.” the great 
thrills in the movie world comes 
through good foot-work. 





Novak Wins Hike 


Eleanora Sears, sports woman 
and hiker extraordinary, lost her 
champion hiking shoes to John No- 
vak in Boston. Recently Eleanora 
soled and heeled the distance be- 
tween Providence and Boston in 
eleven hours and eight minutes, 
wearing out a couple of Harvard 
students on the fourty-four mile 
hike. They fell by the wayside 
completely exhausted. 

John Novak picked a cold March 
night, leaving Providence at 9 
p.m., and plodded the Providence 
to Boston route in ten hours and 
thirty-two minutes, arriving in 
time for breakfast, with his soles 
still good. Who’s next? 
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No More Waiters 
with Flat Feet 


If They Will Dance the 
Charleston 


New YorK.—“Contrary to the 
general belief of the public, the 
Charleston is the most beneficial 
exercise known for the correction 
of fallen arches,” says Dr. W. H. 
A. Fletcher, an eminent foot s 
cialist of the Foot Clinics of New 
York. Dr. Fletcher is also the 
foot specialist for the B. S. Moss 
Circuit of Theaters chorus girls. 
He goes on to say: “The corrective 
shoe used today for fallen and 
weak arches consists of a 1/8-in. 
raise on the inner border of the 
sole and heel. It is used to throw 
the foot over to the outer border, 
causing the patient to walk on the 
outside of the foot. The Charles- 
ton dance does the same thing. 

“It is an absolute and ideal ex- 
ercise that will eventually cause 
fallen arches and weak arches to 
become normal. If all the waiters 
in the city would take to the 
Charleston dance, eventually there 
would be no flat-footed waiters. 
Very rarely do you see a chorus 

irl or a professional dancer that 
is flat-footed. This due to the 
amount of foot and leg exercises 
they receive from dancing and es- 
pecially the Charleston dance. 

“Of the hundreds of chorus girls 
that I have examined, I have found 
less than two per cent that have 
weak or fallen arches, while 90 per 
cent of the general public have 
what is known as anterior arch 
trouble. This is corrected by two 
different treatments. One is foot 
and leg exercises offered by the 
Charleston dance, and the other is 
by a small anterior lift that is 
made for individual feet, which ro- 
tates and elevates the anterior arch 
with each step. So here’s to the 
Charleston. ay it carry on its 
foot-work indefinitely.” 


Walk and Be Healthy 


Noted Surgeon Favors Mail- 
man 


Dr. Charles H. Mayo, a noted 
surgeon of Rochester, Minn., re- 
turned recently from a cruise on 
the North German Lloyd liner 
Columbus. He indorsed the mail- 
man’s life for health. 

“They are out of doors, they 
walk much, they carry burdens of 
mail which tests their muscles, 
they live simply, keep good hours 
and do not eat injurious things,” 
explained Dr. Mayo. 

“Men and women who are 
healthy,” he continued, “need not 





cheat winter by migrating to 
Florida, California and warm cli- 
mates. Persons living in temper- 


ye es. need amy Ph a 
changes. ey requ e hard 
foods indigenous to the locality. It 
is the imported foods which are 
harmful. We are still digging our 
graves with our teeth.” 
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More News Stories 


Here are several short news 
stories that have the flavor of 
interest that editors seek. 


Try handing them to your 
local editor with the sugges- 
tion that they will interest his 
readers. 








Dr. Mayo then explained reasons 
for health. He said: “If men are 
to be tall they must be walking 
men. That is why the Scots and 
the mountaineers are always tall. 
Short men are those who sit down 
a great deal. That is why we 
have small men in the tropics.” 





The Eternal 
Question Solved 


Explorer Goes to Tierra del 
Fuego to. Find Answer 


Two barefoot natives of equal 
stre and endurance were sub- 
j to the same test. One was 
fitted carefully with shoes that 
suited his foot peculiarities per- 
fectly, while the other remained 
unshod. It was found that the ad- 
vantages of shoe protection out- 
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This Amerind (American In- 
dian) is a member of a tribe that 
Charles Darwin considered at one 
time showed the lowest type of 
human intellectual advancement, 
but who Colonel Furlong proved to 
be inherently intelligent, although 
the most — “a in the 
Western Hemisphere. Their only 
garb is a single guanaco skin 
thrown over their shoulders. 

What kind of feet do primitive 
natives of colder regions possess? 
For example, what foot peculiari- 
ties are shown by inhabitants of 
Tierra del Fuego at the extreme 
southern tip of South America, 
where the climate resembles some- 
what the climate of Labrador! 
Certain tribes that inhabit this 
island are largé, rugged aborigines, 
who are often six feet tall, who 
still use bows and arrows and who 
employ skins of animals for cloth- 


ing. 
Thanks to an _ expedition of 
Charles Wellington Furlong, an ex- 
plorer, it was learned that the most 
perfect footprint was to be found 
on the American continent. 
Investigation by Prof. Tourongo 
of Aztec civilization revealed the 
origin of the question mark. <A 
similar designation also was dis- 
covered by him on Babylonian clay 
tablets. Woman was designated by 
a mark similar to that of the ques- 
tion mark and man was designated 
by the same question mark with 
five dots above it. 
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Where the Question 
Marks Came From 


The aboriginal pper stepped 
lightly so that she made no toe 
indentation on the sands of time, 
whereas the shaggy sheik who pur- 
sued her dug his toes in the turf 
as he ran. That is the explanation 
that comes out of the distant past 


weighed the advantages of com- 
plete freedom. 

How many adults can make an 
imprint on the sand or on the 
bathroom floor, that is as perfect 
as the foot print of a native of 
Tierra del Fuego, South America, 
which Lt. Col. Charles Wellington 
Furlong made from an Ona Amer- 
ind named Pupup, at Najmish, 
Tierra del Fuego? 





































The aboriginal flapper stepped 
lightly so that it made no indenta- 
tion on the sands of time, whereas 
the shaggy sheik who pursued her, 
dug his toes in the turf as he ran. 
That is the explanation that comes 
out of the distant past. 

Most modern-day flappers make 
the same question-mark imprint in 
the sands or snow, and the heavy- 
footed male still pursues her. 
Women tread lightly in airy foot- 
wear, while heavy “dogs” of the 
balloon tyne identify the male. 
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Better Prices Coming 


HEN you lift up the ceiling of prices you 

help all of the levels of prices by inspiring 
merchants to ask a price commensurate with the 
beauty and utility of fine footwear. 

‘One of the outstanding features of merchandis- 
ing of the year to date has been the presentation 
of high grade merchandise to retail from $25.00 
to $50.00 per pair. This is high-line merchandis- 
ing and is not confined to big cities, but noticeable 
in many small places. 

The top price of a pair of shoes has not yet been 
established. One merchant had the courage to ask 
$150.00 a pair for rhinestone-studded shoes, but 
they were for theatrical wear. Some of the cus- 
tom shops look upon $60.00 as a real price for 
fine feminine footwear. 
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When stores will carry in stock shoes from 
$25.00 to $50.00 it indicates that there must be 
something more, in this “millinery” business, than 
just hopes. A prominent shoe man makes the 
prediction that before the year is out we will have 
in cities, large and small, shoes selling above 
$25.00, fast and freely, because “the pretty leg 
period” has made footwear the most important 
article of wearing apparel. _ 

The idea of emphasizing the higher price is to 
indicate that a trade that looks only “to giving 
the most value for a five dollar bill” is not getting 
the most out of the game. We will alwdys need 
shoes at popular prices, but for a woman who has 
plenty of money to spend there is no reason in 
the world why she should not be given an oppor- 
tunity to spend it in a shoe store. 

It was Harry Gibson of San Francisco who 
coined the phrase “Jewels of the Feet” and that 
every pair sold in that class helps to bring about 
a national appreciation of what a beautiful thing 
an artistic pair of shoes is, if in harmony with 
the costume. 

It never did look right for a thousand dollar 
gown to be worn with a ten dollar pair of shoes. 
We will get better balance in costuming values 
when shoes are lifted up to correspond with other 
fashionable merchandise. 


High Pressure Selling 


O matter how backward the weather has been 

in your community the opportunity lies be- 
fore Easter to sell a world of shoes at a profit. 
At no time has the public been more receptive to 
colored shoes that harmonize than this year. The 
advance purchasing in southern sections have 
made merchants feel that this is the year of all 
years to be rightfully termed “a footwear year.” 

Maybe the shoe man has a little edge on every 
other apparel industry when it comes to interesting 
the public this Easter. He should make the most 
of it! 

We would like to see Easter publicity in news- 
papers and magazines greater than that of any 
previous year. We would like to see store windows 
more beautiful than any prepared for previous 
Easters. We do know that shoe merchants are 
keener for style-selling for this Easter than ever 
before. 

The national idea seems to be to make the early 
months of the year so profitable that whatever 
may happen in the remaining months will not in- 
jure the profit standing of the store when the 
figures of the store are shown. Faster merchan- 
dising, more frequent buying, and everlasting pres- 
sure on serving the public with pretty footwear 
will make Easter, April and May register a profit. 
We note that optimistic conclusion even in ad- 
vance of its being clicked on the cash register. 
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Protecting Pattern Design 


S matters now stand in all industries, the man 
who develops a new design has no way to pro- 
tect it and to profit by his cleverness. If a man 
invents a new machine the Government gives him 
the right to profit thereon for many years. The 
same is true in the protection of a book to the 
profit of the author. 

There has been no successful legislation in regis- 
tering designs as yet. A bill has been brought up 
in Washington, H.R. 6249, introduced by Albert 
H. Vestal, of Indiana, on the ground that it pro- 
vides a simple and inexpensive method of register- 
ing designs, and a reasonably prompt protection 
for such registered designs by simple, inexpensive 
and expeditious remedies for infringement. 

The Merchants’ Association of New York has 
endorsed it and it is the hope of many industrial 
bodies that such protection will be possible if Con- 
gress makes H.R. 6249 a law. Under such protec- 
tion the man who creates something new will be 
entitled to the use of a particular design and pat- 
tern, providing it is original. Such a law might 
have the effect of reducing the number of patterns 
and the betterment of styling practice. 


Some Boy’s Hero 


T the International Rotary held in Cleveland, 

a fifteen-year-old boy, crippled, but restored 
to health and activity through Rotary generosity, 
said this: 

“May God make you men the heroes we boys 
think you are!” 

There’s something for hard-boiled shoe men to 
think over. You are a hero to some boy. Will 
he have cause to lose his hero worship, or will he 
go on through life thinking of you as the greatest 
man he ever knew? 


Healthy Discontent 


6é E want contented workers,” says every 
employer of labor. 

“We want a contented people,” says every ad- 
ministration. 

“We want contented students,” exclaims every 
teacher. 

“We want a contented public,” says every man- 
ager and owner of a telephone plant. 

But do we want absolute contentment? Of 
course not. If everybody, if every workman, had 
always been contented we would still be under the 
Union Jack, and still be making shoes by hand. 
We would be working 12 to 14 hours a day and 
having less than half our present enjoyments. 
Discontent is the mother of progress; it is the 
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handmaiden of evolution in art, in industry and 
in politics. 

Absolute contentment would mean an end to fur- 
ther progress. After all, we don’t mean that we 
want contentment. 

The five-dollar-a-day man envies the ten-dollar- 
a-day worker and tries to ape his style of living; 
and so on all along the line. Many have too much 
loafing and millions not enough. 

Discontent with the wrong is always just; dis- 
content with, and because of a lying propaganda, 
whether made for profits, or for some wrong prin- 
ciple, is always unjustifiable. 

Selfishness breeds discontent from end to end 
of this old world, and the human race has plenty 
of selfishness, always did and always will have it. 

If all had and practised good judgment, then 
we would have the right kind of discontent; and 
that’s the thing we ought to have. 


Say It with Shoes 


HE greatest month of the year at retail is 

here—Forward March. More shoes will be 
bought in this 30-day period at retail, for where 
hat-millinery was once the outward invisible sym- 
bol of Easter, now women “say it with shoes.” 

How far the idea of foot millinery has gone is 
understandable to anyone who has seen Mrs. Jones 
reenter the store, highly indignant because Mrs. 
Brown wore the same style. Both ladies feel 
socially and fashionably upset by having footwear 
in common—it isn’t being done. 

This new order of things establishes a complex 
that is not helped by the necessity for sizes and 
widths. How to serve one fair lady and not dupli- 
cate the style on her neighbor is something un- 
solvable. It brings about the buckshot-method-of- 
buying, a few here and a few there, with never a 
thought on duplicate orders. If variety is the 
spice of life then every smart shoe stock this year 
is peppered with fancy shoes. The game now is 
to have fresh numbers every day and every mer- 
chant watches his stock as if it were perishable 
fruit. . 

Notwithstanding this spicy selection of colors 
and patterns and “everything nice,” retail stores 
of this country are set for a championship selling 
season right up to Easter—topping every previous 
record. How do we know? Well, we have it on 
actual reports, for practically the entire staff of 
the Boor AND SHOE RECORDER has been out in the 
field for the past 60 days, sensing the trend of 
the shoe business. Our big job has been to hammer 
home to the merchant the necessity of a profit 
commensurate with the perishable style merchan- 
dise he is handling, and particularly do we empha- 
size “get the money.” 
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Summer Styles Weird and Wild 


Nothing is Impossible in Pattern, Design or Material 


NUMBER of years ago when 
A the cubist fad first started, 

the painting “Venus Descend- 
ing the Stairs” was interpreted by 
some as “a ton of coal falling down 
a waterfall,” and by others “the 
dream of a dope fiend,” but that 
mild little picture has nothing on the 
designs and raiment in household 
furnishings and in footwear as of the 
period, March, 1926. 

We illustrate Gilda Gray, every- 
thing wild but the shoes and six cur- 
rent designs. Believe it or not, they 
have been made into shoes and will 
be offered for sale immediately fol- 
lowing Easter. The materials as 
used are as extreme as the patterns. 
For example, here are some of the 
new embossed grains in leather: 

Diamond grain with facets, like 
those of a diamond raised and pol- 
ished on a field of colors. 

Water moccasin grain, reproduc- 


ing the lines and colors of the grain 
of the beautiful but poisonous water 
snake. 

Green snake, gray snake, silver 
snake, and so on. 

A peacock grain, presenting the 
colors as well as the design of the 
beautiful tail of the peacock. 

Shiny shark, also ivory shark, gold 
shark, and blue gray shark. 

Fancy ostrich, showing the feather 
holes as well as the grain. 

Silk grains, in moire lines and 
iridescent colors, to radiate changing 
hues in changing lights. 

Besides infant lizard (the tiniest 
reptile grain yet) Vermont marble, 
Scotch plaid, link, chain, glorified 
alligator, bark, cobra, lead, and even 
a star grain presenting star like 
figures in a cloud of colors. 

Leathers aren’t what they used to 
be. The merchant who used to sell 
shoes of calf, kid and cow hide, now 

[CONTINUED ON PAGE 67] 


March 18, 1926 





Parchment python over 
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Ivory shark with ivory kid 


Miss Gilda Gray, 
popular and well 
known exponent 
of the dance, 
posed in a strik- 
ing costume de- 
signed by Cath- 
erine Sisman, 
against a futur- 
istic and impres- 
sionistic back- 
ground supposed 
to represent the 
rooftops and sky- 
scrapers of New 


York City Lightning flash patent 


leather over white 


Patent and pearl gray 





1926 


ite 
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A Colorful April and May 


Indications Point to Greatest Color Season Yet 


the trade more than the little line 

to the effect that “colored shoes 
have gone the way of all extreme fashions 
are no longer ‘chic,’” etc., as if by one 
accord the retail shoe men of this country, 
manufacturers and tanners, have rallied 
to the color standard and are now of the 
firm conviction that colors in feminine 
footwear will go right through the sum- 
mer—as the biggest volume sellers. 

Edna W. Chase, editor of Vogue, now 
sends out a statement that what was said 
should have been interpreted to mean 
brightly colored shoes, not neutral shades, 
which I think would be understood by my 
readers. This paragraph referred to day- 
time models only and in it we mention 
gray, beige and lizard as being smart, 
also all tones of gray, brown, parchment 
and beige, also snake, lizard and boa- 
constrictor alone and in combination with 
white, gray, black, brown and beige. 

So much for that, plus the fact that 
President John C. McKeon of the Na- 
tional Boot and Shoe Manufacturers’ As- 
sociation, has had advice from Paris by 
cable that Perugia, Helstern and Julian 
consider color as being the dominant fea- 
ture in the shoes they are making. Fur- 
ther advice from England indicates a color 
movement, and the use of reptile skins in 
all-over shoes and trimmings greater than 
any previous year. 

The most logical thing after a drab 
winter season is for the sun to shine, and 
sunny days will bring in colored footwear 
naturally and logically. We have this on 
the authority of hundreds of merchants. 

The RECORDER makes the prediction that 
colors will be more and more.a part of 
the shoe business because of the millinery 
influence that now makes the shoe more 
important than the hat in feminine at- 
tire. Just as the glove people are advo- 
cating light colored gloves for women, for 
they are not only styleful, but they mean 
more pairs of gloves worn. If all feminine 
attire was based on black there would be 
little merchandising activity. The hat 
people come out with pastel colors of felt 
in an effort to force the woman who wants 
the tight fitting helmet, because she rides 
in cars, to change her style. The idea of 
large, wide brimmed hats does not fit in 
with riding in automobiles, and no matter 
how much the hat man wants large hats 
to replace the present small hats, feminine 


demand is against it. 


N OTHING seems to have stirred up 





This ad by Porter of San Francisco does more 
to emphasize color than any spring-time ad 
we have seen to date 









PRING 


brings a galaxy of new and 
colorful Snozs by Portzr 


Color, « color! « The very essence of 
Springtime reflected in springtime 
shoes! Charming combinations ¢¢ 
Contrasts which allure your eye... 

















of spring «+ Exotic. effects... «And 
Feels. High heels and higher heels. 
Heels with graceful curvatures and 
varied trimmings... Such is the new 
footwear by Porter... 


FASHION NOTES 


Porter sponsors colored kid shoes,’ par- 
tiqularly Opal Grey, Pearl Grey, Sauterne 
and Parchment. Black with colored trim- 
ming. Reptilian effects, especially snake 
and lizard trimming on colored kid . . ... 
Those who delight in high heels will find 
pleasure in the extreme three inch models 
Pumps and Oxford Ties are all in vogue... 
In fact, the tendency is toward greater va- 
riety, to permit a wider range for your in- 

Shoes by Porter for spring 

are from $10 to $22.50. Each 

mode! is an exclusive ereation. 


Porter 


H.L.PORTER inc. 
231 Geary streer 
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Getting the High Priced Trade 


Merchants Now Less Timorous in Letting Public 
Know About Top Grade Values 


OT so many years ago a 
N woman who paid $10 or more 

for a pair of shoes was looked 
upon as extravagant and rich. Now, 
$10 is a moderate price for well 
made shoes. The value of the dollar, 
of course, is less than it was before 
the war, but beyond this there is a 
wide spread growing appreciation of 
the shoemakers art that has made 
the demand for the expensive types 
of footwear more commonplace than 
it was. Prices above $20 a pair for 
shoes are no longer novelties. In 
fact, such prices have become rather 
common and we find retail mer- 
chants boldly advertising shoes at 
$22.50, $28.50 and $30 a pair. High 
priced shoes had their place a decade 
or two ago, it is true, but that place 
was more circumscribed than at 
present. It is a hopeful commentary 
upon our day and age that there 
exists a sufficient demand for shoes 
at these prices to justify retail mer- 
chants in advertising them broad- 
cast. 


Within three days of last week, 
the advertisements shown here ap- 
peared in New York newspapers. 
Two of them appeared in a single 
issue. It is not the fact that some 
New York stores carry shoes at 
these prices that is of news value, 
but certainly a new day has dawned 
for the shoe industry when retail 
merchants feel that the advertising 
of such values is worth while—and 
it is very much worth while. 


HE general level of our national 

prosperity is now such that com- 
modities that had a sale only among 
the so-called rich a few years ago are 
now in widespread demand. In a 
country where motor cars are as 
common as they are in the United 
States, there is nothing amiss in 
shoes at $30 a pair. In fact, it is 
strange that wearing apparel, in- 
cluding shoes, has not had an even 
greater share in the increased busi- 
ness that comes from raising the 
standard of living of a peaple. 


As it is, the trend points toward a 
general acceptance of high priced 
footwear from coast to coast. The 
time is not far distant when $50 
shoes will be as freely advertised as 
are $14 and $15 shoes at present. 


DDED to the increase in general 
prosperity, is a national shoe 
consciousness—a new idea with most 
people. Men are not yet as con- 
scious of their footwear as are 
women, but the men are learning 
and learning rapidly. When, within 
a week, two leaders in the wholesale 
millinery trade explain the dull 
business in their industry on the 
ground that much of the money 
formerly spent for high priced milli- 
nery is going into shoes, and when 
a New York society woman was ob- 
served in a Fifth avenue store pur- 
chasing ten pairs of shoes and four 
hats for a trip to Florida, little more 
evidence is needed to press home the 
point, that shoes as important parts 
of attire have definitely arrived. 


These three high-priced shoe ads appeared in New York papers within three days 
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It is up to the retail shoe mer- 
chants of the country to foster and 
nourish this demand. It must be 
met with merchandise worthy of the 
price—and present day shoes are 
worth their price. The material 
that goes into a pair of shoes counts 
for little in the class of footwear 
under discussion, but the artist who 
designed the pattern and the shoe- 
makers who took the design and 
leather and fashioned them into a 
colorfu! and styleful bit of merchan- 
dise, have put real value into the 
shoe. The greatest percentage of 
value in shoes now lies in their 
Style. "This is the important factor 
that must be brought before the 
public. _It is on this basis that high 
priced footwear is finding a ready 
market. 

Some shoe. merchants have been a 


bit timcrous in asking top prices for 
their wares. For some time Saks- 
Fifth avenue, has openly advertised 
shoes at $35 a pair. Other New 
York merchants are falling in line. 

Frank Werner, the San Francisco 
shoe merchant, says that his firm 
has not been afraid for the past two 
years to put shoes in its windows 
marked $50 a pair. He sells them, 
too. In fact, he sold four pairs of 
rhinestone slippers recently at $175 
a pair. This is top price merchan- 
dise and then some. Not every 
merchant can sell $50 shoes, but it 
is a small town indeed that. has not 
some customers for $25 and $30 
shoes. 

Conservative Boston is trying out 
three-inch heels. Some of the new 
24/8 numbers have also “hit” the 
new high price range. For instance, 
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a genuine cobra pump with dainty 
medallion buckle on its high throat 
is sold at $45.00 the pair; a cobra 
quarter with a black patent vamp 
is sold at $25.00 the pair. A 
basket weave silver one strap, with 
burgundy kid, three inch heel, 
center strap and fitted scallop of 
burgundy kid on vamp is sold at 
$30—a bois du rose kid with jeweled 
ornaments. in red, black and gold 
stones, make a combination sale of 
over the $70 mark; while a new 
Paisley model, without ornamenta- 
tion, will be a high-price “topper” 
at $50 the pair. 

And in the days of 1900 $10.50 
was a high price. The shoe busi- 
ness has progressed “‘price-ward” in 
the last quarter of a century. Now 
is the time for the merchant to help 
this trend. 


Every Hour Has Proper Footwear 


ing straps, which form the base for 
the ribbons and patterns similar to 
the sailor tie. An interesting fea- 
ture of this style is the laces, which 
employ hectic triangular hangings 
in bright colors. Round or oblong 
wood beads, used either with rib- 
bons or round braided laces,. take 
the place of the unsightly tip, and 
add an unusual decorative feature. 
The beads are made in colors to 
carry out the color combination of 
the shoe. The importance of the 
French tie pattern for spring wear 
should not be overlooked, as it lends 
itself easily to the appliqués and 
sweep lines that will be used. 

It has been often said that the 
shoe business is turning into foot 
millinery, and the truth of this is 
attested by the. statement of one of 
the large importers of hat materials, 
who says he has many orders and 
inquiries from the shoe trade for 
panama straw, raffia, and similar 
materials to produce basket weave. 
This has reached sufficient impor- 
tance to import a special, more flexi- 
ble straw especially adapted for 
shoes. It is used largely with a 
sandal pattern as inserts in the 
vamp and quarter. One new model 
had a double covered heel with 
panama straw as the insert. In 
most cases the raffia is used in 
colors to achieve some design. The 
brilliant colors on the natural col- 
ored base are exquisite and make a 
contrast with heather effects result- 
ing in the crossing of different 
colored straws. 


[CONTINUED FROM .PAGE 49] 


While the sport influence employ- 
ing reptile leathers in. snake like 
curves as appliqués is the dominant 
factor for spring, many other themes 
have a definite reason for existence 
in the fact that Paris decrees them 
for the spring dresses. Many pumps 
and dainty front gores are employing 
the modernistic appliqués as style 
feature. This style has been tried 
out at the Southern resorts, and its 
popularity is growing daily. One 
sees new modernistic patterns, 
many expressing some definite 
thought. The chain lightning idea 
is expressed in several models by 
light kid appliqués on a black ooze 
background, using the whole vamp 
pump as a base. One effective pat- 
tern employs a wide front strap of 
pale pastel kid on a black ooze one 
strap. This front strap continues 
to the tips of the toe. Shooting 
down this strap in a zigzag light- 
ning course is a black calf appliqué. 

Paris has placed the polka dot 
among the fashionable patterns in 
prints, and shoe designers were 
quick to see that the shoes must 
employ the same theme and several 
models are shown with versatile and 
ingenious polka dots appliquéd to 
plain pump patterns. There is a 
charming irregularity about the ar- 
rangement that makes it extraordi- 
nary. A new polka dot grain is uscd 
to advantage in several front gore 
models. 

Every style report for months 
has stressed the light shades of kid 
for spring. Light colors have al- 


ways been popular for spring :sell- 
ing, but this year there are more 
shades and the demand is far 
greater than ever before. Just how 
long these light colored kid shades 
will be popular is a serious question 
at the present time. That they will 
sell well for early spring all agree. 
If the shoes made of these shades 
can be so treated that they will not 
become common, we believe they 
will sell well into the summer. In- 
dications are that this will be ac- 
complished, as there are so many 
novelty leathers appearing every 
day that treatments can be so di- 
versified by using these for trim- 
mings that there is little danger. 
The most recent feature is the dusty 
effect. Perhaps the leather men are 
protecting themselves against the 
soft coal dangers, but we find 
many of the pastel shades now made 
in the dusty hues. 

To report each new fancy leather 
would be a difficult task, as one finds 
novelties at each turn. Perhaps the 
latest is polka dot calf. Besides imi- 
tating most animals and reptiles, 
there are autumn leaf cretonne, 
cobweb, and many others. The 
vogle of using gold and silver kid 
for trimming on daytime shoes is a 
recent development sponsored by 
many at Palm Beach. By spring, 
gold and silver kidskin bands or 
piping will be generally accepted on 
daytime shoes. One of the most 
sought leathers for trimming at the 
present time is gold snake, which is 
used on many sport shoes. 
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July 6, 7 and 8 Chosen As Dates 


for Boston Show 


Committees Appointed to Arrange Details 


¢ 

HE Boston Shoe and Leather 
| Fair, more commonly known 
as the Boston Style Show, will 
be held this year July 6, 7 and 8 in 
Mechanics Building, Boston. In a 
general way, this exposition will fol- 
low the lines of the 1925 show, the 
best and most largely attended of 
any which have ever been held in 
New England. So much has been 
decided by the directors of the New 
England Shoe and Leather Exposi- 
tion and Style Show, Inc., who re- 
cently held a well attended meeting 
to make preliminary plans and ap- 

point working committees. 

Chester I. Campbell, the nationally- 
known exposition director, will again 
be General Manager of the Fair, and 
applications for space should be sent 
to him at Room 329, Park Square 
Building, Boston. 

The Fair is again to have as one 
of its chief attractions a complete 
working exhibit showing the manu- 
facture of shoes, the finishing of 
leather, last, lining and carton mak- 
ing, etc., this department being in 
charge of Major Charles T. Cahill, 
of the United Shoe Machinery Cor- 
poration. 

Telegrams and special printed mat- 
ter inviting the shoe buyers to come 
to Boston during the Fair Week for 
a combined business and vacation 
visit have been sent to all of the 
recent State and regional conven- 
tions of retail shoe dealers’ associa- 
tions in various parts of the coun- 
try, and this will be followed up by 
the usual] business paper announce- 
ments. 

The Boston Shoe and Leather Fair 
unquestionably has assumed a very 
important place in the economy. of 
the American shoe and leather in- 
dustry. 

The various committees, as ap- 
pointed by President Everett Brad- 
ley, are as follows: 


EXHIBITS COMMITTEE: Bu- 
ford H. Jones, chairman, Thomson- 
Crooker Shoe Co., Boston; E. F. 
Abbott, Cushman-Hollis Co. Au- 
burn, Me.; W. H. Murphy, Jr., Mur- 


EVERETT BRADLEY 


Haverhill manufacturer who is 
president of the 1926 Boston 
Shoe and Leather Fair. 


phy, Gorman & Waterhouse, Lynn, 
Mass.; E. C. Wentworth, Harding 
Shoe Co., Haverhill, Mass.; Frank 
M. Bohr, Munroe Shoe Co., Auburn, 
Me.; T. E. Cunningham, F. M. Hoyt 
Shoe Co., Manchester, N. H.; E. T. 
Cady, Griess-Pfleger Tanning Co., 
Boston; Edwin Clapp Lincoln, Edwin 
Clapp & Son, Inc., East Weymouth, 
Mass.; J. A. Lippman, Bloom- 
Langer-Lippman Co., Boston, Mass.; 
Ralph B. Jones, C. A. Goodnow Shoe 
Co., Boston, Mass.; Walter I. Perry, 
Bliss & Perry Co., Newburyport, 
Mass.; C. N. Prouty, Isaac Prouty 
& Co., Inc., Spencer, Mass.; H. M. 
Read, Gregory & Read Co., Lynn, 
Mass.; T. H. LeBosquet, Brown- 
Edwards Co., Epping, N. H.; Burt 
W. Rankin, Hunt-Rankin Leather 
Co., Boston, Mass.; W. E. Doyle, 
Doyle Bros., Brockton, Mass.; John 
S. Kent, Jr.. M. A. Packard Co., 
Brockton, Mass.; Louis Hartman, 
Hartman Shoe Co., Haverhill, Mass. ; 
Alfred F. Donovan, E. T. Wright & 
Co., Inc., Rockland, Mass.; John J. 
Hurley, Hurley Bros., Rockland, 
Mass., and Charles B. Strecker, 


Green Shoe Manufacturing Co., 
Boston, Mass. 


STYLE REVUE COMMITTEE: 
E. M. Rickard, chairman, Rickard 
Shoe Co., Haverhill, Mass.; E. L. 
Gehrke, Bancroft Walker Co., Boston, 
Mass. 


Women’s Shoes, W. H. Bresnahan, 
vice-chairman, Bresnahan Shoe Co., 
Boston, Mass.; F. R. Maxwell, 
Thomas G. Plant Co., Boston, Mass. ; 
Charles MacLaughlin, MacLaughlin- 
Sweet, Inc., Auburn, Me.; Douglas 
Armstrong, A. M. Creighton Co., 
Lynn, Mass.; A. N. Blake, Watson 
Shoe Co., Lynn, Mass. 


Men’s Shoes, Paul O. MacBride, 
vice-chairman, Milford Shoe Co., 
Milford, Mass.; Paul Jones, Com- 
monwealth Shoe and Leather Co., 
Whitman, Mass.; James A. Munroe, 
E. T. Wright & Co., Inc., Rockland, 
Mass.; Charles T. Heald, Stetson 
Shoe Co., South Weymouth, Mass.; 
J. P. Smith, Conrad Shoe Co., Brock- 
ton, Mass. 


PUBLICITY COMMITTEE: 
George B. Hendrick, chairman, W. L. 
Douglas Shoe Co., Brockton, Mass.; 
W. L. Dodd, Commonwealth Shoe 
and Leather Co., Whitman, Mass.; 
Laurence T. Clark, Griess-Pfleger 
Tanning Co., Boston, Mass.; G. A. 
Starr, Rice & Hutchins, Inc., Boston, 
Mass., and George W. Langdon, Jr., 
H. B. Goodrich & Co., Haverhill, 
Mass. 


HOTEL AND RECEPTION COM- 
MITTEE: E. D. Haseltine, chair- 
man. E. D. Haseltine Co., Newbury- 
port, Mass.; Chester I. Campbell, 
Boston, Mass.; John Cotter, Cotter, 
Goodrich & Sarra, Lynn, Mass. 


HOSPITALITY COMMITTEE: 
T. A. Delany, chairman, Secretary 
National Shoe Travelers’ Ass’n., Bos- 
ton; Frank Lord, Cushman-Hollis 
Co., Auburn, Me.; W. M. Oakman, 
F. M. Hoyt Shoe Co., Manchester, 
N. H.; Lawrence Duffy, Gregory & 
Read Co., Lynn, Mass.; Sydney L. 
Curry, Ordway Clark, Inc., Haver- 
hill, Mass, 
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This is the original Douglas Condition Map. Changes in February were all for the better. There was improvement 
so t t i 


in the textile industry in New England a 


Charleston, S. C. 


he South Atlantic States; business is now very active in the vicinity of 
Settling the coal strike brings new life to business in Pennsylvania 


Consolidating Our Business Gains 


By Archer Wall Douglas 


In Cooperation with the Research Staff of LaSalle Extension University 


ness activity at this time is 

somewhat intensified by the 
continuance of conservative buying 
in many lines. Consequently, there 
has developed, in some quarters, a 
feeling of uncertainty as to the 
course of business in the coming 
months. This concern as to the 
near future centers largely around 
two unfavorable ‘factors: (1) over- 
expansion in real estate projects in 
some localities, and (2) undue ex- 
tension of credit in a number of 
lines of business, 

A careful survey of the situation 
indicates that, while we cannot en- 
tirely escape the disturbing results 
that naturally follow such develop- 
ments, yet we may be assured that 
they will be largely local and transi- 
tory in their effects; for the general 
business situation was never more 
fundamentally sound. 

A very important consideration is 
the intelligent study now given to 
business conditions in all sections 


T= usual seasonal lull in busi- 


by an increasing number of statis- 
ticians, economists, and business 
men. This study is based on reli- 
able reports from competent ob- 
servers in all localities, and on 
statistics that are becoming more 
abundant and more accurate. With 
all this dependable knowledge at 
hand, the business world is more 
intelligently planning for the future. 


STRIKING result of this plan- 
ning is seen in the general ten- 
dency, noted in all important lines of 
business, to consolidate gains made 
in the past and to keep operations 
well adjusted to changing conditions; 
purely speculative purchases are 
being resisted, operating economies 
are continued, the present teamwork 
between employer and employee, is 
growing and extending. The funda- 
mental result is a closer coordina- 
tion of production and sales in 
general. 
The flexibility of production and 
its control are basic causes of the 


present. relative stability in the 
prices of industrial commodities. 
There is neither a scarcity of goods 
as an incitement to higher prices, 
nor an overstocking of the market 
which’ breaks down prices. Conse- 
quently, the curve of business con- 
ditions, which in the past has shown 
extreme peaks and valleys, now 
tends more and more to flatten out. 
In so doing, it sets at naught, for 
the present, the ‘short-time cycle 
theory of sharp changes in business 
conditions over brief periods of 
time. 


HE cycle theory in general is 

founded on the belief that his- 
tory repeats itself. Both logic and ex- 
perience seem to confirm this belief 
when applied to long periods of time, 
but not necessarily to those brief 
periods in which new and unex- 
pected factors often produce striking 
results. One such new factor at 
present is wide-spread hand-to- 
mouth buying, which is one of the 


[CONTINUED ON PAGE 67] 
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Al. Gude Corrects the Idea 


That Anything, in Service, is Good Enough 
for Boys and Men 


EEPING pace with the re- 
Ik markable growth and artistic 

expansion of shoe _ stores, 
Gude’s has given to the people of 
this Pacific metropolis a wonder 
shop, or rather, assemblage of shops 
under one roof, 

The RECORDER representative was 
shown through the big establish- 
ment, from top to bottom, under the 
personal guidance of Al Gude, genial 
and courteous Al, known to all shoe 
men as a genius of the first water. 
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Starting at the top floor we take in a most unusual atmosphere 


viewed the offices and administration 
departments. In front the private 
offices, next the work rooms where 
samples are examined and styles are 
built. Next in the rear is the 
accounting department and at the 
back a modern rest room for women 
employees. All this space is needed 
for the conduct of a great and grow- 
ing business, 

We descended in the elevator to 
the floor where most people stop to 


HESE views give a splendid idea of the 
beauty of the Gude store in Los Angeles. 


The floor is covered with rubber tile. 


The 


field is of “Pink Tennessee” with spots of 
black and gold. Carpet runners are of che- 


nille. 


All furniture is of walnut and made after 
Mr. Gude’s own design. No ladders are used; 
the balcony making all shelves easy of access. 

The elevator is about 30 feet from front 
door and is masked at the front by the hosiery 


display case. 


All 


The beauty of design of balcony 
rail and frieze add greatly to the effect. 
woodwork on 


first and second floors 
and mezzanine floor is 
of red gum with wal- 


nut finish. 


Store is 29% feet 
wide and the windows 
are 28 feet deep. Win- 
dow lights are placed 
in a trough with alum- 


inum_ louvres 
with ceiling. 


flush 


of peacefulness and quiet. This is 
the department of corrective shoes. 
Here the _ visitor unconsciously 
lowers his voice and relaxes into the 
most restful attitude of mind and 
body. Soft gray tones in color 
scheme, carpets of velvet in light 
gray, walls tinted accordingly. Seats 
that seem to soothe and quiet tired 
bones. And there is much of 
psychology in this appointment. 
The person, especially the woman 
who seeks foot relief, leaves the 
cares of life and the thoughts of 
pedal ailment behind when she 
enters here. It is a natural pre- 
sumption that persons with feet that 
hurt come into a store in a frame 
of mind that is decidedly unfriendly 
to shoes. A moment or two in this 
soothing place removes all signs of 
nervousness and sets the buyer at 
ease. Gude has done an excellent 
service to his patrons in fitting up 
this exclusive department. 

On the main floor is the active 
center, where youth and its demand 
for beauty, freshness and novelty 
are served. It is an inspiring place. 
One can not but imbibe some of the 
air of this strikingly handsome sec- 
tion of the big store. From the 
street entrance to the mezzanine 
balcony in the rear the modern is 
evident. No expense has been spared 
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in furnishings and _ decorations. 
There seems to be no jarring note, 
no missing part in the ensemble. 
Up a short flight of stairs to the 
mezzanine is the evening slipper 
department, removed from the main 
floor for excellent reasons. Women 
selecting this class of footwear 
naturally take a little more time and 
expect to look at a larger variety of 
styles. On this balcony they have 
every facility that heart could aesire. 
The displays here are of the de luxe 
kind. Words fail to convey the 
beauty and utility of this section. 


HE writer wishes to expand his 

remarks on the subject of men’s 
shoes in this Gude store. It is an 
unusual department, handled in an 
unusual way. You walk down a 
broad stairway, heavily carpeted, 
tinted and decorated in the same 
tone as the rest of the store. You 
are utterly unaware that you are 
going down into a basement. In 
fact the word “basement” is never 
heard here. It is the “lower floor” 
or “downstairs department.” Again 
psychology scores. Men are by 
nature averse to going down into a 
basement. There is something run- 
ning back to the primitive that 
causes instinctive dread. But when 
man enters the Gude department for 
men he is delighted. 

There is no suggestion of going 
down, one might say. You simply 
step into this broad stairway and by 
easy stages arrive at the bottom. 
There is an elevator if one is in- 
clined to ride. It is noted that most 
men walk. Having descended one 
finds a real shoe store with every- 
thing pleasing to the male. Broad 
seats, upholstered in real leather, 
deep-pile carpets, a big open fire- 
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place with a library table fronting 
it, big comfortable lounge settees, 
soft shaded reading lamps, smoking 
stands. In fact, the place reminds 
one of the lounging room of his 
favorite club. 

Mr. Gude told the writer that he 
had excavated the floor of this base- 
ment an extra foot or so to give a 
higher ceiling. You surely do not 
fee] that your head will bump. The 
ceiling is forgotten and that is more 
than one can say of many basement 
stores. Right here the writer 
wishes to interject a small sermon 
on furnishing such departments. 
Too often a store in refurnishing 
will buy new seats for the upstairs 
and take the old ones to the base- 
ment. Its like furnishing the boy’s 
room in a lot of homes. All the old, 
run-down stuff is carried up to the 
attic and put in a place called by 
courtesy “Junior’s Bed Chamber.” 









There is a foolish idea prevalent 
that anything is good enough for 
boys and men. They do not care for 
style and trimmings according to the 
thought of some shoe people. But 
Gude thought differently. His 
thought was that there is nothing 
too good for them. And he proved 
his faith by his works. 

We present some photographic 
views of the new store. Another 
charming Gude _ store, recently 
opened at 625 West Seventh Street. 
West Seventh is rapidly becoming 
the Fifth Avenue of Los Angeles 
and now contains some of the finest 
shops in America. The westward 
tendency of trade in this city is set- 
ting quite a rapid pace. Where it 
will end no one seems to know. But 
it is sure that the shoe men are right 
on the job and following the trek. 

Gude’s stores are ideally situated 
to keep in front of the public eye. 





HERE are 81 chairs on the main floor. 

These are made with deep spring seats 
and are upholstered in high grade blue mo- 
hair. The cashier, wrapping, repair desk and 
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findings are housed in enclosure at rear. 

The mezzanine is 29% by 35 feet in size. 
The floor is carpeted. Same type chairs used 
as on main floor. Light on mezzanine comes 
through English cut crystal bead bowls. 

In the men’s department 36 chairs 
are provided for fit- 
ting. An unique fea- 
ture is the mirror ar- 
rangement in base of 


columns. They are 

placed at an angle that - = 

gives a wide vision “Seti 
and avoiding necessity p cceseseses:) 222 


of standing mirrors 
around room. 
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Toray's young 
woman dons sports 
wear and plays with 
the rest of the world; 
not forgetting that an 
essential of comfort is 
proper dress. 
And, in that regard, 
pay particular at 
H shoes. | 








news, in the form of ~ 
vertising, appearing 
daily in the New York 
American. 
one of @ series of advertise- 


ments published in the interests of Shoe 
Advertisers im the New York Amerwan. 
































AFTERNOON shoes are 

a bit too dainty to be 
donned for ordinary street 
wear When you're out 
shopping, or taking a short 


looks plus their sturdiness. 


At all times, and by all 
means, wear shoes for the 
occasion—sports — 

play; Hancing slippers for 
the party; afternoon slip- 
pers for tea; evening shoes 


slippers for when you arise. 


The alert shoe merchants 
of New York tell all this 
in shoe news in the New 








York American 
form of adverti: 














Shoe Desire Created by Publicity 


The Shoe Merchant Is Getting Millions of Dollars 


Worth 


REPARING the public for the 

acceptance of style-merchan- 

dise, in its season, is something 
that must be done by the retail shoe 
men of America if they want to 
achieve the success in merchandising 
which they deserve. Every automo- 
bile show is heralded by page after 
page of press matter about automo- 
biles, all calculated to make the pub- 
lic more interested. Every baseball 
season is press agented for a month 
or so in advance to get the baseball 
fan up to the point of wanting a 
seat at the first game. 

The same preliminary work is 
carried on with straw hats and with 
other merchandise. The fashion 
pages of magazines are now show- 
ing Easter bonnets and Easter 
dresses. No rotogravure section is 
complete without its presentation of 
fashion—all for the purpose of mak- 
ing the consumer eager to buy spring 
merchandise. 

Planting the seeds of desire is a 
function that the shoe merchant 
should take up. We look for no na- 
tional movement through a big war 
chest of funds collected for that 
purpose. There is nothing of that 
sort done by these other industries. 
Each house and each business and 


of Publicity in News o’ 


tach industry takes it upon itself 
to put its best foot foremost in prep- 
aration of its season. Shoe men have 
been notoriously timid about saying 
something for publication. The ex- 
perience of the average reporter in 
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Shoes 


trying to get news out of a shoe 
store is such that he would rather 
take a licking than try to sweat the 
information out of the dealer. 

In other lines of apparel the re- 
porter is welcomed with enthusiasm 
and the merchant does the whole dis- 
tance—even to the extent of having 
photographs taken and dictating him- 
self the right sort of information. 
Millions of dollars worth of prepara- 
tory publicity can be had by each 
merchant individually.looking upon 
the job as something for him to ac- 
complish for his own good, rather 
than waiting for some national plan 
calculated to lift the trade up by 
the boot straps the instant it is 
presented. 

This week we give the champion- 
ship belt for publicity to the shoe 
merchants of Los Angeles. A special 
spring shoe section appeared in the 
Los Angeles Sunday Times the last 
day of February. A short while pre- 
vious Los Angeles coined the phrase 
“The City of Beautiful Feet” and 
showed how the fondness of Los 
Angeles women for dainty and dis- 
criminating footwear is making it 
the style center of America. 

In the preparation of the special 
spring shoe section the greater por- 
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tion of the work was done by the 
local newspaper, but it was accom- 
plished through the cooperation of 
the merchants. Movie stars were 
shown wearing new patterns. Here 
is the sort of copy calculated to make 
women interested in colored kid 
footwear. 


“They sound more like the catalog 
listings of new flowers, the colors in 
vogue this spring for footwear. No 
longer are severely black, white or tan 
shoes sufficient for milady’s shoe closet, 
for just as she shows discrimination in 
her selection of gowns and sport suits, 
chosen with an eye to her type, coloring, 
and the occasion, so does she choose, un- 
der the helpful eye of her shoe man, 
her footwear to match and complete the 
ensemble, and with as much care to its 
design. 

“New shades of colored kids are 
among the popular spring inspirations 
observed in the shops along Broadway 
and Seventh. Featured are the new 
colors, or variations of the old with 
new names—bois de rose, blondine 
sauterne, parchment, opal gray, pear! 
gray, Indian tan, and shades of the 
ever popular green. 

“Doesn’t caramel sound enticing? It 
is a gray variant of bois de rose, and is 
very adaptable to the smart costume. 
Gypsy brown is midbrown, to match 
the biege-brown ensemble. Parchment 
is like delicate old ivory; apricot is the 
warmest and pinkest of the biege 
shades. For town and country wear 
there is the —_— to balance the 
warm, called cry gray, while Cochin 
is a true sports shade in dark brown. 

“Sudan tones in with the blond and 
cream tints, slightly darker. 

“The metallic note is seen not onl 
in daytime dresses and evening 
and wraps, but also in footwear, the 
gay brocades and colored satins, almost 


always gl i with the glitter of 
diamond ap enatliie trimmings. 

“As sheer as threads of smoke, the 
new hosiery is surprisingly dark after 
the nude tints of the past season. Gun- 
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metal gray, taupe with subdued rose 


cast, and the popular ‘dust’ shades, 
often with black heels, are seen in these 
stockings on the smartest feet.” 

Surely this text wasn’t pulled out 
of the air. It necessitated some shoe 
man’s time to speak-interestingly on 
footwear. The items ran all the way 
from emphasis on high heels to 
stores having fitters who know the 
needs of feet. Naturally the mer- 
chants cooperated in an advertising 
way. The RECORDER gives the cham- 
pionship belt to Los Angeles which 
was previously held by Miami, Fla.— 
(see issue of Feb. 27.) We now 
look forward to some other city 
“strutting its stuff.” 

In the city of New York, Chester 
B. Fox, manager of the local adver- 
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tising for the New York American 
starts 4 promotion campaign in be- 
half of retail shoe advertisers. Here 
is a case of where the newspaper 
itself to encourage greater reader 
interest in shoes prepares a num- 
ber of advertisements to make the 
reader say, “I need a new pair of 
shoes.” Where the advertising man- 
ager tries to cash in is in the effort 
he makes to have shoe merchants 
place their advertising in the New 
York American in the week in which 
the daily advertisements appear. We 
illustrate the different advertise- 
ments emphasizing footwear and 
hosiery. The series is copyrighted 
by. the New York American and is a 
step in the right direction in creat- 
ing shoe desire by cooperative pub- 
licity. 


Harry I. Thayer 
Is Dead 


Prominent Boston Tanner 
Passes On 


Boston, March 11—Harry I. 
Thayer, one of the country’s most 
prominent tanners, head of the 
Thayer-Foss Co. of this city, for- 
mer President of the Tanners’ 
Council of America, and representa- 
tive in the United States Congress 
from the Eighth Massachusetts 
District, died at his home in Wake- 
field, Mass, last evening, following 
an illness which had been acute for 
about three weeks. He had been 
unwell for almost a year and yet, 
with characteristic tenacity, had 
stuck to his job. 

Mr. Thayer was born in Pem- 
broke Sept. 16, 1869, the son of Mr. 
and Mrs. Wendell P. Thayer. When 
he was a few years old his parents 
moved to Hanover, a few miles 
away, and he spent his younger 
years there. He was graduated 
from the Hanover High School in 
1887, after having been the captain 
of the first baseball team to repre- 
sent the school in a high school 
league. He moved to Wakefield 
about 35 years ago. 

He is survived by his widow and 
three sons, Lloyd J. and Raymond 
H., both associated with him in the 
Thayer-Foss Co., and Wendell P. 
Thayer, now in school. 

News of Congressman Thayer’s 
death reaches us too late to do real 
justice to the man and his many 
works in this week’s issue of the 
BooT AND SHOE RECORDER. It must 
suffice to say that in addition to his 
work at Washington in the interest 
of the shoe and leather industry, he 
had served as President of the Tan- 
ners’ Council and as President of 
the New England Shoe and Leather 
Association, which office he held for 
five consecutive years, from 1916 
until 1921. 

Outside the trade and in his home 
town he was known as a public- 
spirited man of the highest caliber, 
a hard worker and tireless in his 
efforts. For many years he had 
served on the directorate of the 
Wakefield National Bank and he 
was also connected with the Boyls- 
ton National Bank of Boston. 

He was a Mason, an Odd Fellow, 
and a member of the Middlesex Ex- 
change and Boston City Clubs, all 
of this city, and of the Bear Hill 
Golf Club. 
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The Best Merchandising 
Policy for 1926 


[CONTINUED FROM PAGE 51] 


be extended during “sales”, should 
be established and adhered to. A 
loose credit policy may mean big 
losses. 


LTHOUGH the installment plan 
A of selling has not invaded the 
shoe field, at least to any extent, it 
may not be amiss to say a few words 
upon the plan in general and specific- 
ally as applied to shoes. 

We are told also that such a 
scheme of selling enables many 
people to enjoy commodities that 
would otherwise be prohibited to 
them. We are told that it is creat- 
ing prosperity in that it means 
greater production. These, we be- 
lieve, are the main arguments as to 
why this method is sound. 

On the other hand, such views 
seem shortsighted. The future alone 
can determine this. If the statement 
is true that we had installment pur- 
chases totalling $10,000,000,000 last 
year, what would happen if we were 
to enter a period of depression? 
How much of this total would be 
chalked up against bad debts? 
Take the worker who has his income 
totally mortgaged for several months 
in the future. What is he to do 
should he be thrown out of employ- 
ment or if some unforeseen circum- 
stances such as sickness in the fam- 
ily should bring added expense? Pro- 
ponents of installment selling say 
that this situation would not arise if 
the plan were used wisely and install- 
ment purchases refused to the per- 
son who already is carrying suffi- 
cient load. The fact is, however, 
that no check seems to be made of 
this factor as yet. There is talk of 
central credit houses being set up 
for the purpose of guarding against 
this trouble, and such a scheme may 
mitigate much of the danger in this 
phase of the problem. 


S to the argument that we have 
always bought houses and often 
automobiles on the installment plan 
and therefore it is sound when em- 
ployed in the selling of:any mer- 
chandise, there is poor thinking or 
no thinking here. We must remem- 
ber that homes and automobiles have 


repossession value, that there is a 
practical guarantee against loss. In 
such cases also, convenient terms 
can be extended which at the same 
time insure full payment for the 
home or automobile before their 
value is fully consumed by the pur- 
chaser. This cannot well be the 
case with shoes. A pair of shoes 
worn one day has no repossession 
value. 


SERVICE POLICY 


Service is a broad term and can 
be made to include many factors. 
Having the right goods in the store 
is really a service. Having them at 
the right price could be included in 
this category, broadly speaking. 
Credit is a part of service. The 
thing to remember is that almost 
any form of service adds to the cost 
of doing business, and again is im- 
portant in figuring a markup. 


MORE intangible type of ser- 

vice is that rendered in the 
making of an actual sale of shoes to 
the customer by the salesman. This 
really comes under the heading of 
personnel. We have read and heard 
so much about this angle that it 
seems hardly worth mentioning, but 
we still see enough examples of lost 
sales and prestige because of ignor- 
ant, blunt, discourteous, and “don’t 
care” salesmen to warrant the sub- 
ject of being mentioned here. The 
salesman should know shoes and 
know people. He should be of a 
type higher than that required to 
sell a bar of soap. The greater his 
knowledge and the greater his in- 
terest, the more can he contribute 
valuable information that will be of 
great assistance in shaping store 
policies. He is the man in contact 
with the customers, and his experi- 
ence should be valuable. This source 
of information is often overlooked 
by dealers. Under service also 
should be considered the question of 
adjustments of exchanges. Here 
again the individual store must de- 
cide all cases on their merits. 
There is no doubt but that many 
customers are retained at a loss due 
to the fact that they are never satis- 
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fied. The bookkeeping records will 
readily bring to light such cus- 
tomers, and their patronage may 
well be discouraged. 


ADVERTISING POLICY 


DVERTISING is a big subject 
and could be discussed for 
hours. The greatest thing to remem- 
ber in connection with advertising is 
that it is simply a part of selling and 
should be so considered. It should 
probably be considered last, not first, 
in setting up policies for a store. It 
is not a black magic that will insure 
success. Wise use of advertising 
need not be centered in the hands 
of a few people. Anybody can em- 
ploy it with profit who is willing to 
base its use on facts obtained by 
study and not by guesswork. This 
study will cover, as stated before, 
the merchandise, the store, and the 
market. If there is some reason 
why people should be interested in 
trading at our store, advertising is 
one of the methods of bringing it to 
their attention. If there is no 
reason for such trade, why adver- 
tise? The practice of so many 
dealers of contracting for space in 
a& newspaper and then filling this 
space automatically each week is a 
weak one. The advertising policy 
and plan should be established well 
in advance of the use of such adver- 
tising and be followed through and 
checked. Every bit of advertising 
—direct mail, newspaper, window 
display—should be created with the 
idea of drawing customers nearer 
to and finally into the store. 


HE profitable use of direct mail 
is overlooked by most dealers. 
Old customers form the basis for a 
potential list and there are the 
obvious sources for additions. 
Advertising reflects and has a 
part in determining the atmosphere 
of a store in the minds of its poten- 
tial customers. “Atmosphere” is a 
high sounding term, but there is 
really something solid in it. People 
like to trade in certain stores and! 
dislike to trade in others. They 
cannot put their finger on the reason, 
but isn’t it this “atmosphere” fac- 
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Consolidating Our Business Gains 


principal conditions to which the 
business world now seeks to adjust 
its ways and methods. 
Hand-to-mouth buying is not a 
new method of purchasing. It has 
flared up in the past at intervals, 
but usually in a comparatively 
limited way and for a brief time. 
The present wide extent and long 
continuance of this practice give it 
its current importance. 
As a rule, hand-to-mouth buying 





[CONTINUED FROM PAGE 61] 


originates with the consumer, from 
whom both wholesale and retail 
dealers take their cue. Originally 
this kind of buying was applied to 
such commodities as the consumer 
thought were unduly high priced. 
Of late, however, it has found other 
causes that have given it greater 
endurance. The principal one of 
these causes is the ease of getting 
goods, owing to great productive 
capacity of industry and to prompt 
transporting service by railroads 


and motor trucks. This means more 
frequent but smaller orders by prac- 
tically all dealers, who thereby ob- 
tain a large stock turnover. An- 
other reason for cautious purchasing 
is the general belief among dealers 
throughout the country that prices 
of manufactured commodities are 
likely to show slight declines in the 
near future rather than advances. 
Hence they conclude that there is 
no sound reason for buying other 
than for immediate needs. 








Summer Styles Weird and 
Wild 
[CONTINUED FROM PAGE 56] 


shoes of calf, kid and cow hide, now 
sells shoes of a menagerie of leathers. 

If you have been following the 
RECORDER since the start of this fad 
you have seen expression of the idea 
of geometry in fashion to camouflage. 
It is said that breaking up an area 
by horizontal lines, zigzags and dif- 
ferent colors makes the object look 
radically different. If it can make 
big women look like little ones in 
dress, it is making big feet look like 
little ones in geometric footwear 
design. 

The first big story on this ap- 
peared in the RECORDER of Oct. 24, 
1925. If it is style, it has its first 
presentation in the RECORDER.. It 
may not be footwear that the mer- 
chant would prefer to buy, but the 
mere fact that women want it makes 
it necessary to have unusual foot- 
wear. 


Werner Sails for Europe 


Frank Werner, the well known 
San Francisco shoe merchant, spent 
some time in New York last week 
before sailing for an extended vaca- 
tion in Europe. He sailed from 
New York on the Berengaria on 
Saturday, March 6. 

Mr. Werner described business 
conditions on the Pacific Coast as 
excellent, but said that he will for- 
get business for the next three 
months or so on the first real vaca- 
tion that he has had in years. His 
son, Russell, and his associates will 
conduct the business in Mr. Wer- 
ner’s absence. 


Two Brockton Factories 


Merged 


Brockton.—Announcement was 
made this week that the businesses 
of the Preston B. Keith Shoe Com- 
pany and the Whitman & Keith 
Company are to be combined. Com- 
plete details of the merger have not 
been worked out, but it is known 
that the principal officers of both 
companies will be affiliated with the 
new company. The details, under 
which the combined business will 
be operated will be disclosed with- 
in a few days. 

The combination of these two 
well known ‘and old established 
houses, both of which have been in 
business here for more than 50 
years, brings together two products 
in men’s and women’s fine shoes, 
which hereafter will be made in one 
factory, resulting in economies in 
manufacture which were not pos- 
sible in separate plants. 

It is the intention to make the 
shoes in the Whitman & Keith Com- 
pany’s plant as soon as the shoes 
now in process of manufacture at 
the Preston B. Keith Shoe Com- 
pany’s plant are completed. 

Charles M. Park and Chester E. 
Blackey and several of the sales- 
men of the Preston B. Keith Com- 
pany will be important factors in 
the new business in association 
with W. P. and R. P. Whitman of 
the Whitman & Keith Company. 


Shoe Style Conference 
Dates Tentatively Set 
April 11 and 12 are the ten- 


tative dates for the next shoe 
style conference, which, as 
usual, will be held at the Ho- 
tel Astor, New York. 





Protective Association 
Holds Dinner 


The eighteenth annual dinner and 
dance of the Retail Shoe Dealers’ 
Protective Association of New 
York, more familiarly known as the 
“East Side” Association, was held 
at the Hotel Astor on the night of 
March 7. J. M. Robinson, presi- 
dent of the association presided as 
toastmaster. Addresses were made 
by Mr. Robinson, H. G. Robbins, 
counsel for the association; Con- 
gressman Dickstein and Jack Mc- 
Gowan. 

Between the dinner courses an 
excellent vaudeville entertainment 
was furnished. The entire dinner 
program was worked out by a spe- 
cial committee headed by Isadore 
Fastenberg. 

President Robinson was pre- 
sented with a wrist watch from the 
association as a token of the mem- 
bers’ appreciation for his work dur- 
ing the past year. He is serving 
his fourth term as president of this 
organization. 


Morris Siegel Is Dead 


Morris Siegel, who started in the 
shoe business here forty years ago, 
first working at the bench and then 
gradually spreading out to the re- 
tail end of the business, died on 
March 8 at the age of 69. 

He had been conducting two re- 
tail shoe stores, one at 456 Third 
Avenue, and the other a few blocks 
away. He retired in January of this 
year. His son, A. Siegel, will now 
have. full charge of the business. 
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SCHMIDT’S 
Color 


COPPER LUSTRE 


Is Imitated 
In Other Tannages 
Under a Similar Name 


In specifying Copper Lustre 


Manufacturers 
Retailers and 


Consumers 


Should Insist on getting 


SCHMIDT’S CALF 


There is a Difference 


Carl E.Schmidt & Co. Inc. 


‘Tanners of The Schmidt Calf Leathers 


Detroit, Mich. ~ Boston. Mass. 
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Cincinnati shoes are handled season after season 
by virtually every prominent, successful shoe 
store in the United States. There is a reason. 


THE CAHILL SHOE CO. THE STANLEY DUTTENHOFER THE VAL DUTTENHOFER 
SHOE CO. SONS CO. 
THE JULIAN & KOKENGE CO. THE KRIPPENDORF-DITTMANN 


THE oO. 
CHARLES MEIS SHOE CO. THE ROTH SHOE MFG. CO. THE VOLLMAN-LAWRENCE CO. 


THE HOLTERS CO. 
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THE IVY 





THE COLLIE 





DEPENDABLE 
Styles 


Aid You in Getting a Faster, 
Cleaner Turnover 


K D Styles are carefully selected for 
the requirements of alert shoe stores 
which depend upon building a safe 
business on fit, foot adornment, and 


quality. 
The Krippendorf-Dittmann Co. 
Cincinnati, Ohio 
Style Quality Service 





THE CHAMBEAU 
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THE BOSTON SHOE CoO. 
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J C. FEDLER’S experience with Cin- 
* cinnati shoes is representative of 
many thousands of shoe retailers who have 
been selling Cincinnati shoes for more 
than a quarter of a century. 






6 UCCESSFUL merchants everywhere 

have found that Cincinnati shoes are i 
“right” and that “better than average *} 
profits are realized” on Cincinnati shoes. § 






FE. VEN as J. C. Fedler, Jr., of the Boston ; + 
Shoe Co., Louisville, Ky., has been | 
successful with Cincinnati shoes, so may fi 
you build a sound stable business—buy 
one or more lines of Cincinnati shoes. I 
They are real consistent trade builders. : 
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The Season of Youth : 


t Warm, balmy, fragrant air, Birds—Budding Life—Flowers. 


Youth bubbling with vitality and health. Tripping feet 
roaming field and glen. Spring! 
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Nowhere in feminine footwear is the vivacious, carefree 
spirit of Spring so strikingly portrayed as in these cute, 
tricky, true fitting Balloon Last Shoes. 


¢ 

¢ 

¢ 

( Many have copied, but none have equaled the lithesome 
‘ grace, the style, the quality, and the true fit of Vollman, 
¢ 

) 














\ Lawrence Balloon Last Shoes. 
Better to Buy Balloons Than Wish You Had! 






THE VOLLMAN LAWRENCE CO. 
CINCINNATI 
Designers of the Original, True-fitting Balloon Last 
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“In Process” 


Shipment in 
15 Days on these new 
Holters models 


HE sooner the better’’ — that’s 
true when it comes to filling your 
orders, isn’t it? That's why we know 
you ll be interested in our “‘snipment 
in 15 days’ on our In Process models. 









We keep a continuous flow of these In Process 
models going through our plant. They are 
new—up-to-the-minute—they come to you 
style-hot off the griddle. They're the kind of 
shoes that sell. And every model is styled 
several dollars ahead of its price. High style 
—low price—what more could you ask? 








Take your pen in hand and send in sizes 


The Holters Company 


Branch of The United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 











Minneapolis Office: 723 Boston Block 





A VERY OUTSTANDING 
PATTERN 





The Gimpy 


No. 10—A beaded gore model 
with open work front, built on 
stage last. With fashionable - 
sg Spanish heel. In 

AA-C $5. Net 
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No. 14—The ‘“‘Gimpy”’ model in 
genuine white kid. 
AA-C 


eeeeeeeees 
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The Darling 
aed 36—An yg with 
on a stage last, sty 
all the simplicity of the season's 
most ive twear. In 
ent wi Kaffir kid trim. feve 
ty heel. AA-C — Net 


. 33—The ear | * model penuh 
pad, News kid. 18/0 Spanish 
heel. =Crsses 65 Net 


The Dena 


No. 31—A Lee built on a 
stage last. is in 
patent with the. strap and trim- 
ming in Sauterne kid, a very = 
cessful treatment of the two- 

ag hy now rd 


ish - “ite” Span 


The Tampa 
No. 32—A pump with leather 
bow effect. The “Tampa” is 
shown in patent eee with a 
sauterne kid 
AAS cccccccces $4.10 Net 


The Doreen 


No. 1108—The ‘Doreen’ looks 
out on the world from the height 
of ite 16/8 heel and decides that 
very few shoes are more attrac- 
tively styled. And when you've 
seen this simple, disti shed one- 
strap, you'll endorse nm. 
In patent. AA-C...§4, Net 


No. 1110—The 
black satin. 


eeeeeeeeee 


“Doreen”’ in 






sauterne kid in’ay in the uarter 
which gives the ‘‘Geneva"’ t in- 
dividual touch necessary for true 
distinction. 


eeeeeeeee 


No. 15—The ‘‘Geneva”’ 
kid. 18/8 Spanish heel. 


eeeeeeeeee 















The Sandra 


No. 12—A a ~- ~e 
Spanish heel 
trimmed with Kaffir kid. 
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400 pairs 


sold in 6 weeks 
in Little Rock 


**We have doubled our purchases for the coming season”’ 


We quote the following letter from O. S. Poe, of Poe’s 
Shoe Store, Little Rock, Arkansas, as an illustration of what 
The Flexridge Shoe is doing in every part of the country: 


“Our record of selling 400 pairs of Flexridge 
Shoes in six weeks is indisputable evidence 
of the superior selling qualities of these 
shoes. They ideally combine every impor- 
tant factor that makes an appeal to women 
footwear buyers—provide arch support for 
standing, flexibility for walking, and above 
all are stylish in every sense of the word. 


“In Flexridge shoes we see the greatest 
proposition of its kind ever presented to us 
—and our few weeks of dealing with the 
makers of the shoes have proved that they 
realize fully the value of cooperation with 
their dealers—and {give it. 

“As a final expression of our faith in the 
Flexridge proposition: We have doubled 
our purchases for the coming season.” 


Little Rock has a population of approximately 65,000. Take 
Mr. Poe’s letter and figure for yourself how many pairs of 


The Flexridge Shoe you can sell in your town. 


Exclusive 


representation, so write to us before your territory is spoken 


for. 


THE DUTTENHOFER BRANCH 
of The United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 


extensive 


March 18, 1926 
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P on 
leave the usual “In Steck” shee ¢ 


for breath. 
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BAN 


PATENTED 





<GRIP 


SHOE 








The Band-Grip shown in 
















this “ghost sketch” is, of . 
course, invisible. j 
SEND US AN , ; 
ORDER — TO- o_o 
DAY —THE oF oft. 
BAND-GRIP_ IS 7 fees Mark - 
xtra business wai 
CARRIED sad for you through 
STOCK EEE’s ! ! 


Note the band. It gives the grip. This shoe is as 
well-named, as it is well-made, and the NAME does play a 
part in every sale. 


The band is, of course, CONCEALED. 
But it’s “there,” just the same — providing 
unexcelled SUPPORT FOR THE ENTIRE 
FOOT—not only the bottom of the arch, 
but the sides. 





















Demonstrates the 
BAND-GRIP—it sells it- 
No. 8-416. The Band-Grip on the B.W. self. So easy for the cus- 






THE MARLOW 












(Business Woman) last—in stock. 
mer regulate the su ON B. W. 
BLACK KID tomer to gl > (Business Woman) 
“Band Grip” Sizes in Stock port to suit her own Combination Last 
8-416 One of the dressy corrective shoes we carry j 
Net 30 Days comfort. oni ie ‘allie in ry a . 
ws - 18/8 
AAA-—5-10 B—3%-10 a BD lie 
— C—3%-10 AAA—5-9 C—3%-9 
-10 D—4 -10 
AA—5-9 pD—4-9 
itt A—4-9 E—1%-9 
= B—3%-9 EEE—4%-9 
w gray | 
kid linings SBS ..*t.. 4 
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“The Chloe.” An all blonde kid “The Angela.” Parchment Calf 
step-in. Sparkles with style. The with Lizard Trim. The Julian & 


P. Sullivan Co., Cincinnati Kokenge Co., Cincinnati 


The “Portia” one strap. Patent with 
blonde kid trim. 105 last, 17/8 heel. 
Stanley Dittenhofer Shoe Co. 


Strikingly Parisian! Stock Number 3557 
* —heel, 17/8 full-breasted—widths, B to 
C—now in stock 
A delicately shaded Parchment Kidskin 
Pump with a rich color punched overlay 
of Blonde Kid Dena Strap in patent leather, tan 
The Charles Meis Shoe Company, Manu- lizard trim, 148 last; 19/8 heel. 
facturing Wholesalers, Cincinnati The Holters Co. 
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Quality Shoe Market of America 


“Fernclif” Patent Vamp and 


The “Victory” Pump. Grey Kid quarter. Patent tongue. Sau- 
terne kid underlay. 183 last, 14/8 


with Patent Underlay. 18/8 
Spike Heel. er Roth Shoe Mfg. Cuban heel. ia” Duttenhofer Sons 
0. 


0. 


“The Ivy” a smart creation in 

Blonde kid and black patent 

with patent applique. The 
Krippendorf-Dittmann Co. 


The “Sally Lou.” A Balloon origination 
No. 5514—The “Beauty” our out- in Parchment, Sauterne, Grey Kid or Pa- 
i tent Leather on either 18/8 or 12/8 wood 


— pattern for Springtime. 
he Cahill Shoe Co. covered heels. By the Vollman, Lawrence Co. 





THE QUALITY SHOE 
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It's a new day 


FOR MERCHANTS WHO 
ARE SERVING THE FOOTWEAR 
NEEDS OF THE MOST STYLISH 
DRESSERS IN THEIR COMMU- 


“Portia” 


One strap in patent with blonde 


kid trim. 


heel. 


105 last. 17/8 Spike 


THE QUALITY SHOE 


NITIES— 


This country has been swept 
by a great wave of fashion. 
Women in every station in 
life are studying style ten- 
dencies. 

Fashion authorities state 
that today it takes but one 
week for a new note in style 
to spread from New York to 
San Francisco. Less than 
five years ago it took from 
six months to one year. 

The style problem of the mer- 
chant in the small town, 


therefore, is fast becoming 
identical with that of the big 
city merchant. Every commu- 
nity has its fashion leaders. 


If you serve this element in 
your town with a line of 
shoes that has an estab- 
lished reputation for con- 
sistent salability, you will 
swell your volume through 
increased turnover. It is 
truly a new day for the 
smart merchant. 


Stanley Duttenhofer Shoe Co. 


Cincinnati 


“salable to the last pair” 





MARKET OF AMERICA 
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IN STOCK 


Start NOW to attract those wanting White 
footwear for confirmation and graduation 
events. These styleful novelties are all recently 
produced numbers and will be good thru-out 
the summer season—so you are taking no 
chances in ordering a FULL stock from 
which you can fit and satisfy EVERY cus- 
tomer who comes in. IMMEDIATE SHIP- 
MENT GUARANTEED. 








No. 4329—Women’s All White KID 
Pump; 17/8 full breasted heel, fancy 
side buckle. A to C $4.60 


No. 4046—Women’s All White Caber- 
etta One Strap; 16/8 full breasted heel, 
cut-out quarter. A to C $3.85 


No. 4047—Women’s All White Caber- 
etta Step-In; 16/8 full breasted heel, 
flat bow over gore. A to C $3.85 


No. 4040—As 4047 with 11/8 covered 
heel, B to C $3.85 


No. 3290—Women’s All White Cab. 
l-strap, 11/8 leather heel, rubber to 
i $2.85 


lift. C s 


No. 3291—As 3290 in Misses’ 12 to 2, 
D. 6/8 heel $ 


No. 3420—Women’s All White Whip- 
cord Step-In with Kid bow, 10/8 Mili- 
tary covered heel, B to C $2.3 


No. 4107—Women’s All White Whip- 
cord l-strap, 13/8 Cuban covered heel, 
strap and quarter trim of Kid. B/C, 

$2.35 


4107 with low covered 
$2.35 


No. 3129-—Women’s All White Duck 
l-strap, 13/8 Cuban covered heel, cut- 
out white cab. strap and trim. pipe 

2.00 


No. 3128—As 3129 with 15/8—% Louis 
heel $2.00 
No. 3126—Women’s All White Canvas 


l-strap, 18/8 Cuban leather heel, rub- 
ber top lift, cab. front trim. C...$1.60 


No. 3302—As 3301 in Children’s 8% to 
12 $1.25 




















The CHARLES MEIS SHOE 


CIN 


Nnagesensnesnerenpaianets 
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FOOT SAVER 


' 22.000 MILES LONG~ would 


Does your business depend on chance buyers who are 
always “shopping around”—or 


Are the best people in your community your steady 
customers because they find at your store the mer- 
chandise they believe in, desire and can get nowhere 


else? 


If you prefer the regular, friendly trade to the chance 
buyers—read about the rich Foot Saver Street market 
on the page following. 


A popular Foot Saver pattern featured in 
magazines read by women in more th 
four and a half million homes in America. 
Estimated actual readers 8 to 10 million 
monthly. 


Carried in Stock, Ready to Ship: 
Widths, AAA to D. Sizes, 4 to 10. 
Model Neo. 878—Black Vici Kid—Black 

Ooze Inlay. 
Model No. 377—Patent Leather with Black 
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almost encircle the Globe 


WA, 


AZ Hy, ZL 


Imagine a street 22,000 miles long—built solid on both sides with 
the better-class dwellings on every fifty-foot plot! 


This street will provide homes for more than four and a half million families— 
nearly ONE-FIFTH of the entire population of the United States! 


We will name this 22,000 mile street FOOT SAVER STREET because its enor- 
mous population represents the people who are reached by Foot Saver selling 
messages every month in the year. ; 


J & K Advertising goes regularly to all the four and a half million families on 
Foot Saver Street. And this advertising is not merely making sales—it is estab- 
lishing regular customers for the Foot Saver Dealer by creating in the public mind 
DESIRE for the merchandise he sells. 


Foot Saver Street runs through your town, Mr. Merchant, and on this street live 


FOUR out of every SIX of the leading families of your community. 


The franchise to the valuable Foot Saver market is open in a few towns for some 
one progressive merchant. Write us TODAY for full details of the Foot Saver 
proposition. 


The Julian & Kokenge Company 


Makers of the famous J & K Arch 
Fitting Shoes for Women 


East Fourth Street 
CINCINNATI, OHIO 
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Fashion Innovates the Vogue 
of Colored Kid Footwear 


With the pronounced popularity of Colored Kid having so well 

established the trend to Kid, the style tendencies indicate that a 5514 BEAUTY 

very considerable amount of attention is now being centered on Our outstanding pattern for 
° Spring-time. Parchmen 

the lighter shades. aes delightful ian 

Therefore, Cahill’s Catchy Creations bring forth this outstand- with trimmings of patent. 


ing model, in the newest shades. 


THE CAHILL SHOE CoO. 


CINCINNATI 
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| SHOE TRAVELER NEWS | 


| Edited by Helen M. Haney, Associate Editor 


N.S. T. A. Bulletins Urge Travelers to 


Talk 


Quality Merchandise—Edwin 


Clapp & Son, Inc., Hold Big Sales 
“Get-Together” 


ly at work preparing ideas for a greater and more intelligent 


Nev headquarters at 183 Essex Street, Boston, is constant- 


shoe distribution. 


made his theme “Quality Merchandise.” 


In a recent bulletin Secretary Delany has 


He urges the N. S. T. A. mem- 


bership to convey the idea of QUALITY footwear to customers. “There 
must necessarily be lower grades of merchandise than others,” states 
this piece of literature, “but when the retail shoe merchant has pur- 
chased a lot of shoes and has figured the price at which these must be 
sold, he should maintain that price and not start in on a campaign of 


price cutting, because his neighbor is committing business suicide. 


For 


no matter at-how low a price shoes may be offered, there are some people 
who will always want them still lower. 


Easier to Go Down Than Up 


“Price cutting does not regard 
quality nor durability. On the other 
hand, when a fair price, or a high 
price, is placed on a piece of mer- 
chandise, no one. wants to see it 
marked at a higher price. It is much 
easier to come down in price than to 
go up. The public likes to trade in 
a shoe store where it is assured of 
good fitting shoes, combined with 
good fitting qualities. It is not in- 
terested in “trash,” nor in sliding 
scales of prices. It is better to be 
consistent and to pass along the idea 
that a good shoe must bring a good 
price, in order to allow the factory to 
live and pay its workers, who will in 
turn have money to purchase shoes 
and hosiery at the various stores. 

‘ Where quality and fair prices are 
not maintained, there can be no 
choice of selection and the worth- 
while customer is soon lost. Quality 
merchandise brings to the retail shoe 
merchant a better profit.” 


Edwin Clapp Sales Force 
““Get-together” 


The semi-annual “Get-together” of 
the sales force of Edwin Clapp & 
Son, Inc., East Weymouth, Mass., 
was one of the big affairs of New 
England “shoedom.” 

The program officially opened with 
a tour of inspection through the fac- 









Horace R. Drinkwater, treas- 
urer and general manager of 


Edwin Clapp & Son, Ine. 

Mr. Drinkwater was toast- 

master at the brilliant ban- 

et, one of the interesting 

) ie of the recent Edwin 

Clapp semi-annual sales con- 
ference 


tory. This trip was made by all the 
salesmen and executives and has a 
permanent place upon the program 
of each succeeding season. This 


event occupied the whole morning. 
Luncheon was served promptly at 
twelve o’clock and at one-thirty, the 
salesmen and executives were again 
called in session, the subject being 
advertising plans for the coming 





season. After a talk by Shelton R. 
Houx, advertising manager, wherein 
the value of good advertising was 
emphasized, a general discussion was 
opened and several new and effective 
ideas were brought to light. 

The next day’s program opened 
with a sales conference led by Wil- 
liam A. Hodges, sales manager. This 
conference occupied the entire fore- 
noon and every salesman entered 
into the discussion of the problems 
encountered by all. Immediately after 
luncheon, final arrangements were 
made for the afternoon program, the 
Style Show. This revue, which con- 
sisted of the showing by models of 
all the new creations for both men 
and women, was under the super- 
vision of Edwin Clapp Lincoln. 

Only by adhering strictly to sched- 
ule was Mr. Lincoln enabled to com- 
plete his display of new lasts and 
patterns, which have been incorpor- 
ated in the line in a wide range. This 
style revue is looked upon as the 
crowning event of the week’s activi- 
ties and upon its completion, Mr. 
Lincoln and all participants were 
given a hearty vote of thanks. The 
morning of the next day was given 
over to a general inspection of the 
new sample line. This event has 
proved very profitable to all salesmen 
and executives taking part. 


At the Festive Board 


After luncheon, preparations be- 
gan for the closing event of the 
week, the salesman’s “Get-away” 
Dinner. At six-thirty all the sales- 
men, executives, factory foremen and 
guests were ushered into dinner. The 
first impression was that of a beauti- 
ful flower garden, rather than a room 
prepared for the serving of a dinner. 
The tables were resplendent in vases 
of cut flowers and in every nook and 
corner were flowering plants, ferns 
and palms; at each plate, a bouton- 
niere. 

Following the dinner, Horace R. 
Drinkwater, toastmaster, welcomed 
every one present in behalf of Edwin 
Clapp & Son, Inc., and in a brief 
talk outlines the prospect for 
early business. Joseph L. Crowley 
of the Boor AND SHOE RECORDER, 
brought greetings from his paper 
and in a clear, concise manner, out- 
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.OO Retailers $3.85 to $4.10 














“GEO. F. JOHNSON” LINE “2 


Tue picked skill and ability of 17,000 Newest lasts—close ankle fit— 

trained workers enable us to create _latest patterns. 

the finest made $6.00 retailer in the Trial cases or pairs sent on order. 

country. (Shoe shown is No. 887—Black; 
Compare this line with any $7.00 Blimp Last; Widths B, C and D; 

grade and you will wonder how we = Sizes 5 to 11, $4.10. 

do it. No. 886—Canary Calfskin, $4.10.) 


ENDICOTT-JOHNSON 


Makers of popular-price dress shoes for men 
Jersey City, N. J.- ENDICOTT, N. Y. St. Louis, Mo. 
Complete stocks carried in warehouses in the above cities to make quick deliveries 
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C. E. Renck, who covers Michigan 

and Indiana for The Riley Shoe 

Co. His headquarters are in De- 
troit 


lined the position of the trade paper 
and its aims in relation to manufac- 
turer and retailers 


Turner Responds for Salesmen 


The response for the salesmen 
was given by Richard H. Turner of 
Kansas City, Mo. Mr. Turner, in 
addition to responding for the sales- 
men, very entertainingly told of some 
of the obstacles encountered by him, 
when as a boy, he first entered the 
shoe business as a retail salesman 
in Kansas. 

There was exceptional interest in 
the response for the factory as it 
was given by a man who is rounding 
out fifty consecutive years of service 
with Edwin Clapp & Son, Inc., 
George F. Farrar, foreman of the 
Making Room. Mr. Farrar first 
made shoes for Mr. Clapp in the days 
of the “ten-footer,” and gave in his 
own straightforward way, a wealth 
of information and amusing inci- 
dents which were keenly enjoyed by 
every one. 

Thomas A. Delany, secretary of 
the National Shoe Traveler’s Asso- 
ciation, was the next speaker and 
after a few minutes of fun making, 
lines along which he is so well versed, 
Mr. Delany rendered in a very im- 
pressive manner, a poem dedicated 
to “The Salesman.” 

The versatile vice-president of the 
BooT AND SHOE RECORDER was next 
given the floor and in his inimitable 
way, George W. R. Hill entertained 
and as usual his audience was lifted 
to high enthusiasm. 


The Banquet Line-up 


Those present included: Frederick 
L. Cheever, A. C. Ludlam, William S. 
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Profilet, George W. R. Hill, S. Pres- 
ton Moses, George F.-Farrar, Arthur 
L. Evans, Joseph L. Crowley, R. H. 
Turner, Robert L. Summers, Guy P. 
Moses, DeWitt C. Davis, Willis H. 
Fletcher, Samuel B. Bates, L. H. 
Burgess, Shelton R. Houx, George W. 
Bates, Harry Spear, Ben Landrey, 
Frank Buckley, Thomas -F. Lynch, 
Willard H. Holbrook,- W. Lincoln 
Stowell, F. J. Harrington, W. Bor- 
den, Alfred Taylor, Edwin C. Lin- 
coln, Fred Collier, Horace R. Drink- 
water, E.-S. Gile, Thomas A. Delany, 
William A. Hodges, E. B. Kaylor, 
Ernest Rorabach, E. I. VanNice, A. 
C. Davenport, Frank F. Prescott, 
Russell S. Riley, E. F. McIntosh, E. 
M. Thayer, Henry Burke, Sumner W. 
Chandler, Francis Lyons, Thomas P. 
Greaney, F. W. Covill, G. Conathan, 
E. F. Doble. 





who represents The 
Riley Shoe Co. in Minnesota, Wis- 


J. G. Taylor, 


consin, North Dakota and the 
northern peninsula of (Michigan 


Three Riley “Vets” 


The salesmen of the Riley Shoe 
Co. are now in their territories. A 
recent interesting sales and style 
conference was held at the factory 
the week of March 1. All the shoe 
hustlers of this house state that 
Wade C. Kennedy and J. Warren 
Murray have developed a most inter- 
esting line of new spring creations. 
The three salesmen whose pictures 
appear on this page are C. E. Renck, 
J. G. Taylor and Mark Hannah. 

These popular and well-known rep- 
resentatives represent a combined 
experience of more than sixty years 
with one firm, having formerly been 
connected with The G. Edwin Smith 
Shoe Co. They are very enthusiastic 
about their new line and feel certain 
that the merchants who have been 





‘85 


buying from them will be very well 
pleased with the new creations by 
Riley, which they are now showing. 


Meet C. E. Rench 


C. E. Renck needs no introduction 
to shoe men of this section. For 
more than twenty years he has been 
in this territory and his experience 
makes him well qualified to know the 
requirements of the merchants. He 
feels certain that his new line will 
fit ideally into these stores and is 
very enthusiastic about the new 
creations by Riley. Mr. Renck will 
cover his old territory of Michigan 
and Indiana, with headquarters in 
Detroit. 

Meet J. G. Taylor 


One of the best known men on the 
road in the Northwest is J. G. Tay- 
lor, 2 man welcomed and well liked 
by everyone. For twenty-one years 
he has been calling on his friends in 
this section and is thoroughly con- 
versant with all details of the busi- 
ness. He believes his retail shoe 
friends will be very well pleased with 
his new line. 

Mr. Taylor will represent The 
Riley Company in Minnesota, Wis- 
consin, North Dakota, and _ the 
Northern Peninsula of Michigan. He 
is now in the territory after a sales 
conference at the factory. 


Meet Mark Hannah 


Mark Hanna is a name synonym- 
ous with shoes—and the shoe men 
in Illinois, Iowa, and South Dakota. 
The merchants of these states are 
aware of his sterling character and 
ability. His long experience has 
placed him well in the confidence of 
his many friends in this section. 





Mark Hannah, who covers IIlli- 


Iowa and South Dakota for 


nois, 
The Riley Shoe Co. 
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THE MOST COMPLETE “IN STOCK” LINE OF MISSES’, CHILDREN’S AND INFANTS’ TURNS CARRIED BY ANY MANUFACTURER 





TRADE MARK 


A Grate Special B Grade 


647 Misses’ and Child’s Patent Strap 
” 2 672 Misses’ and Child’s Patent Instep Strap 
Cut-out Quarter, Leather-Lined Cut Out, Drill Lined 


8 to 8 Spring Heel S06 W ME MII sass ccacesseccocksces F 
8% te 11 Spring Heel 
Pt 3 bbe 1 8% to 11 Spring Heel 

% to 3 Rubber Hoeel........ ’ 11% to 2 Rubber Heel 


THEY 
Meet the Demand! 


A Grade 


644 Child’s Patent Instep Strap 
Pressed Side Seam, Leather Lined 


dh ran the = 0 Always of light, trim, sensible. designs, 
LITTLE TRETCO Shoes are particularly 
pleasing to both mothers and their children 
alike. As for long wear—it’s an in-built 


quality of LITTLE TRETCO’S. Only 


8% to 11 Spring Heel 


the best tannages are used for uppers, and 
every sole is cut in our own factory from 
genuine “oak tanned” bends, extra weight 
where the wear comes! You will find these 
numbers good sellers and profit makers. 
Order samples today. They are all priced 
in favor of the merchant. 


TRETCO SHOES 


The Robt. E. Tubman Co., Baltimore 


Established 1906 
New York Distributors 
Carrying a Complete Stock of all TRETCO Numbers 


WM. KELLERS SHOE COMPANY, Inc., 198 Church Street, New York City 
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Iowa Travelers Line-Up 


The Iowa Shoe Travelers Associa- 
tion held its first meeting, since the 
election of its new officers, on Sat- 
urday, March 6, at a one o’clock 
Luncheon at Hotel Fort Des Moines, 
Des Moines. “At this meeting full 
details in reference to the N. S. T. A. 
Group Insurance were explained. 
We have added quite a few new mem- 
bers, and look forward to one of the 
largest memberships ever this year,” 
said Secretary Prescott. “All shoe 
travelers visiting Des Moines are cor- 
dially invited to attend our shoe 
travelers meetings, which are held 
the first Saturday of each month, at 
Hotel Fort Des Moines.” 

Here is the newly elected official 
line-up of lIowa’s officers: L. D. 
Ream, president; I. A. Hall, vice- 
president; Committees: Auditing, C. 
W. Robinson, chairman, Carl P. Ort- 
lund; Constitution and By-Laws, 
Mark Hanna, chairman, O. L. Rap- 
pleye; Employment, I. A. Hall, chair- 
man, L. D. Ream, J. E. Wm. Pres- 
cott; Grievance, C. A. Clark, chair- 
man, John Allen, F. B. Crowley; 
Membership, Jack Clark, chairman, 
O. C. Blechinger, P. W. Flandermey- 
er, L. C. Hyde, Ben Reynolds, F. P. 
Gardner, E. H. Minor, H. G. Schutt; 
Publicity, J. E. Wm. Prescott, chair- 
man, Carl P. Ortlund; Resolutions, 


This is a reproduction 
published Annual Year 
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J. E. William Prescott, reelected 
secretary-treasurer of The Iowa 
Shoe Travelers Association 


Joe Wheeler, chairman, John Brunk; 
Style, W. R. Smith, Con Quinn. 


Hilliard Covers New Eng- 
land and New York State 
H. I. Hilliard covers New England 

and New York State for the Grove- 


land Shoe Co., with factory at Grove- 
land, just outside of Haverhill, Mass. 


87 


Mr. Hilliard, although a young man, 
is a thorough salesman. His father 
was the Mr. Hilliard of the old Hav- 
erhill firm of Hilliard & Tabor. It 
was here that he received his early 
education in shoe _ construction. 
Young Mr. Hilliard is one of the di- 
rectors of the Groveland Shoe Co. 

He. has been connected with the 
later concern for the past seven years 
and covers his trade most intensively 
and intelligently. One of his recent 
activities is helping to stage a shoe 
style show which will take place 
March 16-17 in the shoe department 
of The Edward Malley Co., New 
Haven, Conn. E. B. Belhumuer, shoe 
buyer. Mr. Belhumuer is also a 
member of the N. S. R. A. style com- 
mittee. 


C. H. Daniels with Walton 


C. H. Daniels has recently become 
affiliated with the wholesaling 
branch of the A. G. Walton Shoe 
Co. He covers the entire country 
with this line. The selling to the 
wholesale trade is a new feature 
with this company. It was inaugu- 
rated Jan. 1 of this year, and Mr. 
Daniels, who has had much experi- 
ence in this direction and enjoys a 
wide acquaintance with this trade, 
was put in charge. Headquarters 
are at 82 Lincoln Street, Boston. 





ook of Detroit’s Lafayette Building Shoe Salesmen. 


Shoe Center” 


a two-page broadside, backed up by a broadside of “ads” which appeared in the recently 


This is called “Michigan’s Greatest 
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FBAC. Kid 


anmkE SYMBOL OF -“€CEASS” IN ATD 





iP e' 


PODER Ne Es i EXCESS 





No. 26 
No. 178 Pearl Gray 


Ascot Tan Bois de Rose 
No. 264 
No. 40 No. 154 Titian 


Parchment Caramel 
No. 163 
No. 21 No. 158 Blue Royale 


Golden Brown Sauterne aac 
| F. B. & C. White 
Glazed Kid 





No. 31 No. 164 


Opal Gray Blondine 





FB&C COLORS are made by MASTER CRAFTSMEN 





I. your spring styles are made of 

F.B.&C. colors, you have the com- 
fortable assurance that they will be 
clothed in the fullest perfection of 
quality and color correctness. 


AMALGAMATED LEATHER COS., Inc. 


319 Arch Street, Philadelphia, Pa. 
‘Factories, Wilmington, Del. 
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who covers the 
northern part of the country from 
Syracuse to the Pacific Coast for 
John S. Gray of Syracuse, N. Y. 


Francis Fay, 


Smith with M. A. Packard 


B. B. Smith, who is so widely and 
favorably known to shoe buyers, par- 
ticularly in the South, is now selling 
Packard shoes in that territory. He 
has taken over the accounts of Ar- 
thur L. Brooks and will call upon the 
trade in Virginia, North and South 
Carolina, Georgia, Florida and Ala- 
bama. 

As Mr. Smith puts it, “It’s like 
being back home,” because he will 
once again be calling on his former 
Packard customers besides renewing 
old acquaintances. Mr. Smith is nat- 
urally anxious to establish a new 
sales record during the M. A. Pack- 
ard Co.’s Golden Anniversary Year. 
His many friends wish him con- 
tinued success. 


Herbert F. Hill Is Dead 


Herbert F. Hill of Beloit, Wis., 
veteran shoe traveler and father of 
C. H. Hill of the Beloit Lumber Co., 
is dead. He passed away at the 
home of his son, 1018 Chapin Street, 
on Jan. 26. He had been a resident 
of that city for about eleven years. 
Mr. Hill was born at Lynn, Mass., 
in April, 1858, and resided there for 
the greater part of his life. In 1888 
he was responsible for bringing a 
number of Massachusetts’ fine hand 
shoe workers to Beloit at the time 
when the John Foster Co. was in 
its infancy. 

Mr. Hill had a keen sense of 
humor and good taste in shoe de- 
signing and values. He was a wel- 
come visitor with retail shoe mer- 
chants in shoe centers the country 
over. 


He is survived by a son, C, H. 
Hill, two granddaughters and one 


‘grandson, Kenneth F., of Shanghai, 


China. At the funeral on Jan. 29 
the pallbearers were Oscar. Foster, 
P. L. Murkland, Charles Phinn, John 
Plencner, Joseph Breen and James 
Mills, all former associates. 


O. W. Lamb in Detroit - 


O. W. Lamb of Akron, Ohio, well- 
known shoeman for Bridgewater 
Workers’ Cooperative Association, 
will move to Detroit, Mich., about 
April 1. Mr. Lamb sells the volume 
buyers -and always “rolls up” good 
business for his house. He enjoys 
a wide acquaintance among the re- 
tail shoe merchants in his territory, 
as he specializes in popular priced 
men’s high-grade union made welts. 





O. W. Lamb, who covers the Mid- 

dle Western States for Bridge- 

water Workers Cooperative As- 
sociation of Bridgewater, Mass. 


Doyle with M. A. Packard 


Hugh Doyle, well-known salesman, 
is now looking out for the interests 
of Packard customers in Pennsyl- 
vania, Maryland, Delaware and 
Washington, D. C. Mr. Doyle takes 
the place of B. Frank Page, who sold 
Packard shoes in Pennsylvania for a 
number of years, but who has re- 
tired from the shoe game to enter 
another line of business. 

Mr. Doyle’s many friends will, un- 
doubtedly be glad to know that he is 
with the Packard organization, and 
he, like Mr. Smith, will look out for 
his customers’ requirements in his 
usual capable manner. 


Alexander with Walk-Over 


Chester N. Alexander of Brockton, 
Mass., who, for the past seventeen 
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years covered New England for the 
Churchill & Alden Co., has joined the 
Walk-Over organization and is now 
covering Southern territory for the 
Geo. E. Keith company. 


Murray Has Specialty Line 


D. W. Murray, who formerly trav- 
eled for a blacking concern, is now 
interested in a drying machine for 
shoes. This is an electrically heated 
apparatus. 


This Is Age of Specialization 


Francis §S. Cutting is resident 
salesman at Room 33, 72 Lincoln 
Street, Boston. He believes in spe- 
cialization and so has confined his ef- 
forts to just two lines, women’s nov- 
elties and moccasins for the whole 
family, including moccasin work 
shoes. On these lines, he has: had 
wide selling and merchandising ex- 
perience. 

“Women’s novelties are a ‘day-to- 
day’ proposition,” said he in a recent 
interview. “realize the importance 
of having new ideas constantly ‘on 
tap’ for my customers—in the way 
of women’s novelties in new and ex- 
clusive patterns. Colors play a nec- 
essary part today in the mode—gray 
and blond and parchment shades 
are selling well. There will also be 
some brand new pastel shades -in 
snappy patterns for Easter selling. 
For instance, there is a new shade 
to match the new jewelry and mil- 
linery, called ‘Capri Blue.’ The 
shoe salesman today to be successful 
must act as style counselor—and 
give his customers quick deliveries.” 





Francis S. Cutting, resident sales- 


man at Koom 338, 72 Lincoln 
Street, Boston 





























































A strip of rubber 


“U.S.’’ Blue Rib- 
bon Boot would 
stretch more 
than five timesits 
length. This flex- 
ible rubber re- 
sistscrackingand 
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Just the Weather | 
for Boots! 


LUSHY, muddy spring weather—the best weather 

for boot sales. Farmers, diggers and outdoor workers 
of all kinds want good rubber boots for spring wear. 
Now is your chance to do a big boot business. 

The surest way to get boot trade is to sell strong, 
serviceable ‘‘U. S.”” Blue Ribbon Boots. Here are boots 
that you can count on to give your customers real com- 
fort and long service. Springy rubber, reinforced by 
sturdy fabric, puts months of wear into these rugged 
boots. That’s why boot wearers all over the country 
look for the ‘‘U. S.” Blue Ribbon trade mark, and 
insist on getting it. 

Take advantage of the sloppy spring weather. Look 
over your stock right now and be sure you have a supply 
of “‘U. S.”’ Blue Ribbon Boots. 


United States Rubber Company 

















® BLUE RIBBON 


BOOTS 
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To Sell More Rubber Shoes, Show 


"Em in Your Windows 





Make Your Store Local Rubber Shoe Headquarters 


6é Y store is known as rubber 
M shoe headquarters for my 
town! Therefore, I did a 
big business during the snowy 
month of February.” So said F. A. 
Bebeau of John the Shoeman, Woon- 
socket, R. L., in a recent interview. 
Buyer Bebeau was visiting Boston 
one day last week when he met a 
RECORDER representative and an- 
nounced the fact that he was “tak- 
ing a week off after the rubber 
rush.” 
+ 
JOHN THE SHOEMAN’S store is 
known as rubber shoe headquar- 
ters for his town, because he “talks” 
to the folks of his municipality 
about rubber shoes through his win- 
dows. He makes it a point to dis- 
play rubber shoes in practically 
every trim. Buyer Bebeau believes 
that it is not amiss to include a 
rubber shoe or canvas shoe trim 
display in every window, every day 
in the year, on the theory that there 
is no day in the entire 365 but what 
the story of rubber shoes, or canvas 
shoes with rubber soles, cannot be 
conveyed to the consumer with good 
profit to the retail shoe merchant. 


HERE are rubber shoes and 
canvas rubber soled shoes for 
every occasion. Rubber boots, ga- 
loshes and low cut rubbers make a 
strong appeal at the present time; 
and canvas rubber soled shoes loom 
up largely on the consumer-demand 
horizon for the spring and summer 
months. 
They will sell in proportion to the 
confidence which the retail shoe 
merchant places in same. 


HE world prominence given to 

tennis matches at American 
Southern resorts and abroad, espe- 
cially the Suzanne Lenglen-Helen 
Wills contests, can be made to re- 
dound to more canvas shoes sold 
over the fitting stool. English shoe 
stores are now preparing to take 
advantage of this stimulus by col- 
ored window cards and friezes for 
the top or back of windows; they are 
also preparing for similar literature 


to advertise their bathing shoes. 

Sports have such a fascination on 
the peoples of the world that large 
fortunes have been made by players 
and their managers, hotels and 
sports wear houses. Why not the 
retail shoe merchant? There is a 



























“Rubber Shoes for the Occasion” window. The raised 

gives added prominence to trim. Steps might be covered with arti 

snow or white cloth sprinkled with sparkling mica. Flowers would be 

effective in daintily silvered blue. Panels in Capri blue against white 
background 


costume for every sport, and a shoe 
for every sport which must harmon- 
ize with the other items in the sports 
ensemble. Sport shoes with rubber 
soles are in increasing demand. 


Outgrows Old Quarters 


PITTSBURGH, Pa.—The Hood Rub- 
ber Products Co., Inc., formerly 
handled its footwear branch at this 
city out of other stock points, but 
since the first of January shoes 
have been stocked at 45 Terminal 
Way, S. S. This service has met 
with such a good response from the 
dealers in Western Pennsylvania, 


Northern West Virginia and other 
points served from this branch, that 
on April 1 new and larger head- 


quarters at 42 Terminal Way will be 
occupied by this company. C. G. 
Lewis is the branch manager. 


George H. Mayo Is Dead 


George H. Mayo, second vice- 


president of the United States Rub- 









latform effect 
ial 


ber Co., is dead. He passed away 
at his home in Scarsdale, N. Y., in 
his fifty-first year. He had retired 
from active service, but had con- 
tinued in an advisory capacity. Mr. 
Mayo’s first affiliation with the rub- 
ber shoe industry commenced in 
1894, when he began work with 
William F. Mayo & Co. of Boston. 

During the war Mr. Mayo was a 
member of the War Service Commit- 
tee and served as chairman of the 
footwear division. He was also a 
member of the Rubber Association 
of America 

His passing on is a real loss to 
the industry with which he was so 
closely identified. He leaves a 
widow, a son and a daughter. 














B558—Pearl Gray Calf, 


75 
B559—Sauterne Calf. 4.75 
B560—Patent 4.50 


“Violet” 


im $4.75 
Tri $5.25 
“Regent” 
}| 
Q 


B513—Fr. Blonde Sat.84.50 
13—Wh. Sa 4 


B413— tin 50 
B422—Patent ....... 450 
B423—Black Satin... 4.50 


“Amazon” 


B514—Blondine Tan Kid, 3- 
bend + stoadine xa 
and on 5 
Apricot 85.25 
B515—Patent trim of 
Champagne, Blonde and 
Vassar Kid $4.75 


Office: 612 Marbridge Bldg. 
New York oe Ww. MOXL. sone 
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AOCHESTE R 


SHOES 


In Stock 


Newest Materials 
and Finest Fitting BS73—Bl. Satin, 20/8 heel 
r atterns in Beeonas on xa 378 


MENIHAN’S 
Stock Department 


Weite or-Wiee Your Wants for 
Better Pre-Easter Profits! 


B572—Patent, 20/8 peel a 


B508—Patent, with ign 
Tan Lizard Trim...... $4.) 





SIZES AND WIDTHS 
AA..4%-8 A...4-8 B...3%-8 C...3-8 











HERE are sure bets to pep up the 
early Spring days which with wel- 
come sunshine and the passing of 
Winter make women desire these 
delightful styles. 


The MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 


a ee egg ; 
alioon , WELT... 
B564—Sauterne Cait 
Covered Heel ...85.00 


Oakland, Cal., Office: 424 Belview Ave. 
H. 8S. KUSHINS 
Los Angeles Office: 107 East Sth St. 
E. M. HOLLANDER 


Makers of Menihan Arch-Aid Shoe. 
. Write for Agency Proposition 
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Public Beginning to Approve 
Light Colored Kid 






Retail Reports Optimistic 


N Y 
_ | 


Business Good 


With weather conditions and the 
time of the year taken into consid- 
eration, New York shoe merchants 
are doing a good business. Most 
of them report sales totals as ex- 
ceeding those of last year, with the 
demand for high grade footwear 
better than it was at this time in 
1925. The tendency for the public 
to buy higher priced shoes is dis- 
tinct and marked, and many of the 
merchants are now pushing their 
better grade shoes through the 
medium of newspaper advertising 
and window displays. 


Colored Kid Moving 


In general, colored kids are ful- 
filling expectations. They are be- 
ing widely shown and widely 
bought, when it is considered that 
real spring weather is still in the 
future. All that is needed now, in 
the opinion of trade leaders here 
is a spurt of real spring weather, 
to bring on a rush for colored kid 
footwear. 

Specializing in Materials 

The light tan or blond shades of 
kids are as strong as ever, with 
gray taking a more important place 
in the spring color scheme. The 

‘—ptile leathers also are being 
widely exploited, both for use as 
trimming and for the solid material 
for shoes. In fact, New York has 
never seen such a variety of shoe 
materials as are on display this 
season. Few of the merchants, 
however, are spreading themselves 
over the entire gamut of materials, 
finding that specialization brings 
the best results. One house is 
pushing pin seal, in colors, and 
making a huge success of it. An- 
other house is sponsoring alligator 
and lizard mainly, and another is 
putting its strength into snake skin 
shoes. This policy, so far as can 
be determined, works out best. 





Move Shoe Departments at Saks- 
Herald Square 


The women’s and children’s shoe 
department at Saks-Herald Square 
Store are being moved from the sec- 
ond to the third floor, where space 
approximately three times the size 
of that in the former location is 
given over to these departments. 


























A New Publicity Stunt 
in San Francisco 


At least one of the San 
Francisco newspapers has 
found a way of disseminating 
shoe style news without de- 
parting in any way from the 
best ethics of daily paper jour- 
nalism, 

On the pages following will 
be shown clippings from the 
San Francisco “Chronicle,” in 
which shoe styles are dis- 
cussed intelligently and the 
shoes themselves are pic- 
tured. The information given 
is accurate as to style value 
and credit is given to the mer- 
chant who furnishes the mate- 
rial. As the merchants whose 
names are used are generally 
acknowledged to be the style 
leaders of the community, 
there is a real value to the in- 
formation given. 




















The new location takes up about a 
quarter of the floor space of the 
third floor and runs across the en- 
tire south side of the building. The 
departments will have a seating 
capacity for more than 150 people 
when the new chairs are installed. 
In addition to four large show cases 
within the department there will be 
a number of smaller cases at the 
ends of the stock shelves, giving 
the department much more display 
space than ever before. The rhil- 
dren’s section is located at the west 
end of the department. 


Additional space for — reserve 


stock has been made on a balcony 
along two sides of the department. 

An innovation will be a hosiery 
department in conjunction with the 
shoe department. The placing of a 
hosiery department adjacent to the 
shoe department in department 
stores and specialty shops was orig- 
inated in Saks-Fifth Avenue store. 
This innovation is now being ap- 
plied to the Herald Square store as 
well. The women’s and children’s 
departments at Saks-Herald Square 
are under the direction of Joe 
Michaels. 


See Better Profits 


Most of the discussion at the 
regular monthly meeting of the Re- 
tail Shoe Dealers’ Association of 
New York, held at the Café Boule- 
vard on the night of March 8, re- 
volved around “Making a Profit.” 
The discussion was begun by James 
H. Stone, managing director of the 
Shoe Retailer, who, as the principal 
speaker of the evening, described in 
detail conditions as he had found 
them upon a recent trip to the South 
and Southwest. High grade foot- 
wear, he said, is in better demand in 
the South in proportion to popula- 
tion than in any other section of the 
country, and the movement toward 
better grades is spreading through- 
out the country. 

Frank Werner, San Francisco 
shoe merchant, a guest at the dinner 
meeting, told something about how 
he conducts his business, insisting 
upon a profit every month. 

In the open forum session, later 
in the evening, John Holden, mer- 
chandise manager for Oppenheim, 
Collins & Co., asserted that the time 
is now ripe for shoe merchants to 
make a real profit on their merchan- 
dise. Incidentally, he drifted into 
the subject of colored kid footwear 
and said, “Don’t let anybody talk 
you out of a profit on colored kid 
shoes.” This was in refutation of 
a statement in a consumer magazine 
to the effect that the vogue for col- 
ored kids is waning. 

In the open forum session A. W. 
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Emsarrassinc situations of this sort are by no means unusuai. 
The unfortunate lady is not only placed in an embarrassing 
position but also in an exceedingly dangerous one—for the 
loss of a heel often results in a painful fall. Who’s to blame— 
the wearer, the manufacturer or the dealer? It doesn’t make 
much difference, for the victim always places the blame on 


Farseghted retailers forestall vain the dealer and he unknowingly loses a valuable customer. 
regrets by insisting om the use of 

AuruaW ooo Hast Scanws by the Your customers are entitled to security as well as style and 
manufafurer. An important little f; se thele € Ww H S 

detail that will safeguard your comfort in their footwear. ALpua Woop Hee Screws 
customer and help create goodwill eliminate loose wobbly wood heels. 
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United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Shiverts. gave some pointers on 
building a neighborhood business, 
saying that the chief factors are to 
build your business according to 
your own ideas and to strive for bet- 
ter fitting and greater courtesy. 
Gus Pick also contributed some 
ideas to the open forum meeting. 

F. L. Armstrong, president of the 
Shoe Travelers’ Association of New 
York and of the National Council of 
Traveling Salesmen’s Associations, 
followed Mr. Stone, devoting much 
of his address to the subject of co- 
operation between traveling men and 
merchants. He described some of 
the work the traveling men are do- 
ing to counteract the house to house 
canvassing evil. 

Captain Perlberg, president of the 
retail association, presided over the 
dinner, assisted by Percy E. Hart, 
chairman of the dinner committee. 
It was voted to hold the next meet- 
ing at night instead of at noon, as 
formerly. 


BALTIMORE 





Spring Shoes Already on Display 


Business during the last two 
weeks in February began slowly to 
show signs of a rather promising 
spring. Although all indications 
point to a successful spring sea- 
son, the first two months in 1926 
endured the usual seasonal depres- 
sion, some even claiming that busi- 
ness is not as good as correspond- 
ing months in 1925. Other more 
optimistic dealers state that condi- 
tions are much better and that busi- 
ness is definitely ahead of last 
year. 

March was ushered in very mild- 
ly, but the second day proved that 
winter is still here. Window dis- 
plays, however, have all taken on 
the cheerful svring effects and the 
business section is all aglow for 
warmer weather. 

Colored kids are prevalent in 
some shops, especially in the me- 
dium priced shoes, where they are 
being played emphatically for dis- 
posal. In a great many shops there 
are more patents shown than any 
other material and there are more 
sold. Whereas black satin has been 
a close second to patent, the former 
has diminished in popularity to a 
great extent. Reptile skins follow 
ir importance. 


New Sport Styles in Shops 


Hess’ is showing a sport pump 
in two shades of genuine imported 
pig grain with gore effect and %- 





in. imitation strap at instep and 
bronze buckle. This also comes in 
white buck and tan pig grain trim 
in the 12/8 leather heel and retails 
at $16.50. Another style is a 
French blonde satin tip toe tie 
with grosgrain cord, silver patent 
leather tassel and a 21/8 spike heel 
of silver patent, also in black satin 
with gold or silver tassel, gray kid 
and silver trim and blondine kid 
with contrasting patent leather 
trimming retailing at $15. 

At Hutzler’s gray seems to be go- 
ing “big” and best. . Boise de rose 
and sauterne follow. All light 
shades of kid are very good and rep- 
tiles are selling well. One rather 
unusual shoe shown here is a genu- 
ine gray all-over rattlesnake Cuban 
box heel pump with small bow of 
same material and retails at $25. 








*“Floratan”’ Instead of 
“Blonde” 


In view of the fact that the 
average “He-Man” rebels at 
wearing anything that bears 
the name of “blonde,” a new 
appellation for this shade in 
men’s shoes is desirable. The 
Liberty Shoe Company of 

Ithaca, the seat of Cornell 

University submits. the name 

of “Floratan,” which it is 
using with success. The name 
has made a strong appeal to 
the male students at Cornell. 























At this store oxford and lace ties 
at instep are best sellers, straps 
are second and operas are third. 
Black is not as strong as it has 
been. 

Hahn’s advertised a shoe in the 
following manner: 

“Cobra calf oxfords with ‘stilt 
heels’ simulating snake skin, 
streaks of parchment color softly 
blended with blonde, short vamp ox- 
ford pertly perched on a slender 
stilt heel. That’s Spring Fashion 
to the nth degree. Also opal gray 
kid skin at $12.50. 


Heels Are Higher 


Heels are higher and seem to go 
the limit. At one shop when cus- 
tomers were shown the 17/8 heel, 
they asked for a high heel. There- 
upon the 21/8 was brought out. 
The 18/8, 20/8 and 22/8 spike heels 
are the best sellers. 

Straps are much adorned in 
spring wear. Cut steel ornaments 
are slipped over the instep strap, 
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in fact concealing the leather strap 
entirely. Many beaded straps are 
used in place of leather straps. 


New Hosiery Display Idea 


P. Z. Zimmerman of the Regal 
Shoe Co. has a rather clever way in 
displaying hosiery to customers. 
Large clips containing about ten 
pairs of hose are hung on the walls 
and while customers try shoes on, 
the clip containing the hose is put 
on the lap for selection. “Don’t 
suggest hose but put them on the 
man’s lap,” says Mr. Zimmerman. 








| CINCINNATI 











Retail Trade Shows Small Increase 


Snow flurries, zero weather 
mixed with bright sunshiny, almost 
spring days, has been the weather 
portion of Cincinnati during the 
last week. Hence Cincinnati retail 
merchants have not enjoyed such a 
brisk trade. On the week-ends the 
weather has been of the most de- 
sirable variety. The result has 
been to increase the total sales over 
the week-ends, but the remainder 
of the week has been of such 
changeable character that few per- 
sons were out. 

All merchants report that busi- 
ness has been heavy enough on the 
right side of the ledger to overbal- 
ance the trading for the same pe- 
riod last year, but say that the in- 
creases have not been up to their 
expectations. 

Inquiry among the merchants 

has disclosed that those handling 
hildren’s shoes as a side line to 
adult’s shoes have on the whole 
made some money in this branch, 
but not sufficient to be overly 
proud of. Those stores which go 
into the regular line of children’s 
shoes have enjoyed quite a brisk 
trade in these styles. Low oxfords 
in tans are said to be the best sell- 
ers. 


Colored Kids Sell Well 


Women are still showing quite a 
desire to purchase colored kids in 
one strap and pump effects. Mer- 
chants are divided upon the ques- 
tion of what will follow the colored 
kid season, some saying patent 
leather and others saying that the 
colors will continue right up until 
the white season. Those predicting 
a general run of colors have de- 
clared that they base their ideas 
upon the trend seen in New York, 
where light apparel for spring and 
summer is being shown. 
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No. 567 
Heel ~ Underlay Mil. 


1569 Pat. Lea. Grey Trim Pat. Lea. Grey Heel 
1549 Pat. Lea. Blond Trim Underlay 1567 Pat. Lea. Grey Trim 


1579 Grey India Kid 1578 Grey India Kid 1577 Grey India Kid 
Dark Grey Trim Dark Grey Underlay Dark Grey Trim 


1589 Blond India Kid 1588 Blond India Kid 587 1587 Blond India Kid 
n Trim Tan Underlay Tan Trim 


THREE QUICK SELLERS POPULAR PRICED 

6€ Py 66€ ang 

Widths \ Widths 
Only 


No. 843 


High Mil. 
Heel Heel 


N 84. 843 1843 Pat. Lea. Blond Trim 
0. 5 853 1853 Black Satin, Black 
High Mil. Suede Trim 
Heel Heel 873 1873 All Grey India Kid 
845 1845 Pat. Lea. Grey Trim 883 1883 All Blond India Kid 
855 1855 All Black Satin High f+ 
875 1875 Grey India Kid, Grey . 
Trim Wire your Easter Trade 844 861844 


885 1885 Blond | India Kid, Tan wants to us for quick deliv- ote sine An Grey tndtc Eié 
Blond India Kid, Tan 


These shoes have steel beaded strap. Back and Tip 


EMIL LUBLIN, Inc. 


143 West Broadway : : New York 





Pat. Lea. Blond Back 
and Tip 
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ROCHESTER 


Retail Trade Quiet 


The past two weeks have been 
very quiet in Rochester and local 
shoe merchants are not looking for 
things to pick up materially until 
the arrival of more _ spring-like 
weather. 

Blond kid and gray kid footwear 
in various patterns are being fea- 
tured extensively in local shoe 
stores and there has been some bus- 
iness done on the new patterns and 
colors, but the real demand at the 
present time is for patent leather. 
The grays and blond kid shoes are 
attracting considerable attention, 
hut until the weather permits the 
discarding of rubbers and over- 
shoes, local merchants do not ex- 
pect a real demand for the patterns 
in sauterne, parchment and other 
light shades. 


Gould, Lee & Webster Move 


Gould, Lee and Webster, Roches- 
ter’s oldest shoe store will open 
their new East Avenue store on 
Monday, March 15. This house, 
which has been selling shoes in 
Rochester for 106 years, was estab- 
lished by General Jacob Gould in 
1820 and has grown up with the 
city of Rochester. The new store, 
which is located in the heart of the 
new East Avenue shopping center, 
is modern in every detail and will 
be one of the finest shops in this ex- 
clusive retail district. 


Men Desire Darker Shades 


Lester Watson, manager of the 
McFarlin Clothing Companies men’s 
shoe department, believes that the 
cry for light colors in men’s shoes 
has been overestimated and that 
the high grade trade does not desire 
the extreme light shades and will 
not buy them. Medium light tans, 
according to Mr. Watson, will be 
the big sellers for early spring, and 
he feels that the extreme light 
shades will not sell in the expected 
volume. 


| ST. LOUIS | 


February Showed Fair Gains 


The weather turned last week 
from spring-like calm to frigid 
winds. Sunday was an April day, 
but Monday saw March come in like 
a lion and remain that way for the 
entire week. With plenty of colored 
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kid shoes to sell it does not require 
any stretch of the imagination to 
understand why retail shoe mer- 
chants frowned on the quirks of 
Dame Nature. 

While many merchants felt that 
February was not very ambitious in 
point of sales, nevertheless more 
gains than losses were recorded. In 
fact only one store in the down-town 
shoe belt mentioned a loss over the 
same period of a year ago, and this 
was slight._ The largest gain made 
of those interviewed was one report- 
ing an increase of 19 per cent over 
February of last year. 

In the general line stores much 
business was missed on rubber foot- 
wear which is usually represented in 





Latest Novelty 


In Footwear 

















Blonde kid is artfully 
combined with novelty. 
lizard in this pump, whose 
box heel is also of lizard. 


A chic daytime model, 
—Oourtesy of The Rootery. 











a substantial manner during the 
month of February. With scarcely 
any snow and little wet or cold 
weather this business was not forth- 
coming. 

In the style field, colored kids con- 
tinue to have first choice with the 
members of the blonde family enjoy- 
ing much prestige. One exclusive 
store is having much success with 
all-over reptile skin oxfords. An 
officer of the company said they went 
so well that a reorder had been 
placed. 


| CHICAGO 


Spring Styles Taking Hold 
Gradually 


Activity in Chicago shoe stores 
the past week has been at a very 
low ebb and few of the stores had 
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anything remarkable in the way of 
sales. Trade was scattered and 
spotty. Some stores had a very fair 
business the early part of the week 
and some later. Some of the morn- 
ings were good and some of the 
afternoons, but there was no steadi- 
ness. 

Gray kid leathers, blond 
shades, parchment and sauternes 
have been fair but not heavy, al- 
though there is a more decided in- 
terest in the new shades shown in 
spite of the poor buying. The rep- 
tile trimmed models and those that 
are of snake, alligator and lizard 
body are popular for fancy wear 
but not heavy. The four and five- 
eyelet oxford is commanding quite 
a bit of attention and may grow in 
popularity in the next few months. 

Pumps and straps and gored 
models are still leaders, but there is 
evidence that some new change is 
desired, especially when one ob- 
serves a particular customer on the 
fitting stools with an array of pat- 
terns that are different in color but 
very similar in pattern. 


Sees Danger in Too Many Colors 


One manager ventured the opin- 
ion that the variety of colors was a 
great danger in the trade due to the 
scarcity of variety in patterns. This 
led the merchant to seek his style 
choices and runs among the colors 
but on almost the same patterns. 
A slight change in either in popu- 
larity would result in a consider- 
able dead stock. 

The new Stetson Shop on East 
Madison Street is showing a dainty 
and attractive two-eyelet model in 
ostrich leather that is both inter- 
esting and attractive. Without en- 
tering into the discussion of the 
practicability of the leather, it does 
make up into attractive footwear 
and lines up with spring colors. 


“Three Musketeers” at Hot Springs 


John Spalo, manager of the Hub 
shoe department, Harry Silver of 
O’Connor and Goldberg, and’! Dave 
Davis, treasurer of the National 
Shoe Travelers’ Association, have 
joined the colony of shoe men at 
Hot Springs, Ark. Every year 
these “Three Musketeers” of the 
trade journey thither for three 
weeks of golf and rest. 


MILWAUKEE 


Early Easter Rush Is Expected 


The opening week of March as 
well as the last few days of Febru- 
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Dow in Stock 
S504 Black Kid. . . $6.25 
$509 Patent Colt . $6.10 
S$ 514 Golden Brown Kid $6.85 


‘Ready eMarch 15 
S515 White Kid . . $7.10 


Only in MATRIX SHOES 


Such EXQUISITE STYLE 
cAnd PERFECT COMFORT 


Op are MATRIX is the only shoe that fits 

the bottom of the foot, a feature fully 
protected by exclusive patents—and be- 
cause the moulded-soles built into MATRIX 
SHOES can in no possible way detract from 
the beauty of line given them by master 
designers—they realize the only perfect 
combination of style and comfort. 


New York Style Studio: 
MARBRIDGE BUILDING, BROADWAY at 34th STREET 





Chicago Office: | Philadelphia Office: 
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A BLONDE lizard pump 
with matching inserts 
of cham e kid—a chic 
model with an extremely 
high heel. 
Courtesy o 
H. L. Porter, Inc. 


ary were decidedly quiet in Milwau- 
kee stores as a result of snow fol- 
lowed by severe cold weather. The 
tendency to early buying of spring 
shoes brought forth by the favorable 
weather conditions of February suf- 
fered a set back as March came roar- 
ing in like the proverbial lion. Con- 
siderable interest has already been 
displayed in spring styles, and the 
first few days of warmer tempera- 
tures will mean the opening of the 
Easter rush which should keep local 
stores busy up to that date. The 
general feeling is that an early 
Easter will mean the early purchase 
of spring shoes, and should give the 
merchant a second chance to sell the 
customer later in the season, where 
a late Easter is more apt to mean 
only one pair sold for the season. 


Colored Kids Moving Well 


Hanan & Son have been running 
ahead of last year during the past 
month, but the demand has not been 
particularly heavy. As a result, a 
very big demand for spring shoes is 
anticipated for the last two weeks of 
the month in preparation for Easter 
day. This store is making a strong 
feature of light tan shades in 
colored kids, particularly sauterne 
and others of a similar character. 
Although grays are being shown in 
several styles, they are not expected 
to be among the leading colors for 
the season. Patents have been 
holding up very well, due partly to 
the influence of the weather as many 
women hesitate to put on a light 
colored kid shoe when rubbers or 
galoshes are required. 

Patents have been moving as well 
as any material at Gimbel Brothers, 
although considerable attention is 
being directed to colored kids. The 
light colors in kid as well as combi- 
nations of patent with colors are 
expected to lead in the early spring 
demand at this store, according to 
Charles E. Collar, buyer. - The 
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spring line is decidedly varied as to 
style and color; and many attractive 
effects promise to be very good when 
the spring buying opens to a greater 
extent. Parchment appears in sev- 
eral styles as do sauterne and gray. 

Patent is shown with gray or 
parchment trimming, and a combi- 
nation of sauterne with a patent tip 
in a scalloped effect appears in a 
plain pump. Patent has also been 
moving in a Colonial style with a 
large tongue. A number of oxford 
effects are also included in the line 
in cutouts and tongueless styles as 
well as plain oxfords. 


Fancy Oxfords Selling 


Philip Applebaum of Applebaum- 
Mautner Co., which operates the 
shoe department at Breithaupt’s, 
states that there is a strong call for 
oxford styles, and that he has noted 
an increasing demand for a fancy 


E/NTIRELY different is this 
model for street wear 
heel. 
skin, 
self trimmed with a unique 
tdornment. 
Courtesy of Hanan & Son 


with a smart walkin 
It is of gray lizar 


oxford in colored kids and styles 
trimmed with lizard or snakeskin 
especially. 

The Florsheim shoe store has been 
showing new spring styles, and a 
few days of favorable weather are 
expected to bring out a heavy de- 
mand, according to Harry J. Day, 
manager. The store is featuring 
the new shades of blond calf in the 
spring line, and the interest already 
shown in the new shade indicates 
that it will be good for spring. 
Blacks have also been selling better 
than they have for some time past, 
but this might .be due to weather 
conditions. The general trend of 
volume business is still toward wider 
toes, despite the fact that a few high 
grade lines are showing some 
tendency to narrower effects, Mr. 
Day states. He is looking for a 
very good season this year. 


$9 





ST. PAUL 


“Colored Shoe Week” a Big Success 


“Colored Shoe Week,” which got 
under way here the second week in 


February, has had an indefinite ex- 


tension. The idea was to win the 
ladies over to a wider diversifica- 
tion in footwear choice as regards 
color—in other words, to get away 
from “too much black” but not by 
any means to kill off the blacks. 
The idea has worked out admirably. 
One dealer says 50 per cent of his 
sales in February were of colored 
footwear. Others had increases, 
none quite so pronounced. 

Gray kids, sands, gravels, sau- 
ternes, blondes, parchments and 
bois de rose were among the shades 
heavily advertised and given good 
window displays. Styles have been 
somewhat at a standstill, awaiting 
the new things that are about to 
be brought out for the Easter trade. 
One straps, plain pumps and 
tongues with 18/8 heels are the 
most popular models right now. 
These are capturing the customers’ 
fancy in the colored shades above 
mentioned and, of course, in black 
satin and patent leathers. A beau- 
ful new thing in an expensive shoe 
is the lattice cutout oxford. It is a 
combination of extremely light tan 
and bronze leathers, selling at $20. 


New Store for Men 


Nunn-Bush of Milwaukee have 
opened an exclusive men’s shoe 
store in the Ryan building. L. C. 
Noack, who has been in charge of 
the Browning-King shoe depart- 
ment handling the same shoe, is 
manager of the store. The interior 
has been entirely refinished in wal- 
nut, the club scheme being fol- 
lowed, making a “homey” place. 


Bois de Kid fashions 

this ultra modish pump. 

» one papel Sroginions of 

ching leo and a 
high leopard heel. 

Courtesy o, 

Frank Warser, 

Slipper Salon 












March 18, 1926 





BOOT AND SHOE RECORDER 


Ilo 6 0ell 6 60°0 





MARILYN 


“IN STEP WITH FASHION” 


For the Smart Trade 


T HIS snappy Step-in Pump is 
going over big. Made in New 
Castle Blonde Kid with No. 3 Tan 
Kid underlay. Built on our 1100 
or 1600 Last with 18/8 Spike or 
14/8 Box Heels. 


Also made in fancy colored Kids, 
Patent and Black Kid. 


MADE TO ORDER ONLY 
Four to Five Weeks Delivery 


W. H. LAMPE 
Shoe Co. 


SAINT LOUIS MANUFACTURERS U. 
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THE TRAIL THAT LEADS” 




































—moccasin toe— 
corded vamp— 
cap toe— 






No. 144 PERFORATION 


Se ro is one of the reasons why the 


demand for Hamilton- 

Elk or Retan—Composition or leather soles—Full has b d ton-Wade stays 
Goodyear welts—With or without storm welte—And as Deen so good. 
priced to sell in volume— 

They are TRAIL MOCS. 

Write us about your work shoe problem, we can 
help you. 
















E have many other new and un- 

usual designs, samples of which are 
now ready for mailing. A request will 
bring them to you. 












TRAIL MOC SHOE CO. 


Saco, Me. 


THE TRAIL THAT LEA 
SGVa1 LVHL ‘IIVUL AHL 








Boston Office 
189 Lincoln St. 











Have You Use for Additional 
Copies of Our Booklet— 
“Suggestions for Shoe Trimming?” 


HAMILTON-WADE CO. 


Makers of Well-Known “Biwelt” 
Haverhill Street 


BROCKTON, MASS. 
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“THE TRAIL THAT LEADS” 
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Shoe Manufacturers Stull Cut 
Colored Kid Leathers 


Novelties Running Strong 


= 


New Shoe Colors Appear 


Haverhill follows the winter resort 
fashions as it develops new styles in 
shoes for late spring and early sum- 
mer. Many buyers give the idea “a 
hearty round of applause.” Palm 
Beach looms up as the Paris of 
America in footwear fashions. 

There is some order to the develop- 
ment of colors, which is all that saves 
the Haverhill situation from a riot. 
Blues have appeared in a dozen 
shops, particularly a new blue kid, 
neither a dark nor a light, but a 
sort of a true blue. This new blue 
goes well with gray; hence combina- 
tions of blue and gray in pretty shoes 
for summer, as for instance, blue 
vamps and quarters with grey ap- 
pliques, or vice versa. 

Blue and grey are also blended in 
new sharkskins, snakeskins and like 
reptile grains, and, also, in pin seal 
and straight line morocco grains. 
Grays are silvered, so that one 
catches the opal tint of the fashion- 
able gray beneath the gleam of silver 
on the surface. Patent leathers, for 
Haverhill pumps, are brightened up 
with baby cross word lines, done in 
gold. 

Besides, there are a host of other 
colors, and color effects in Haverhill 
lines, not forgetting some genuine 
ostrich, and some peacock that looks 
pretty enough to pass current for 
genuine stock. 

Some Haverhill men recommend all 
white shoes; but some buyers insist 
on white shoes, with trimmings of 
delicate colors. This is another in- 
stance of buyers’ choice winning, for 
Haverhill makes shoes to please the 
buyers. 


Some Blacks for After Easter 


There are some patents and black 
satins for after Easter. But the 
color enthusiasts are delaying the 
run on blacks until some time in the 
fall, so that colors may have a clear 
field for the spring and summer. 

Some new heels, of wood, are cov- 


ered with patent leather, done in 
stripes, such as patent and gold, 
purple and gold silver and gray, and 
so on. The stripes go either up and 
down, or round and round the heel; 
besides, there are checkerboards of 
color lines. 


(CHAMPAGNE kid with a 
leopard suede insert—a 
striking combination in a 
dressy onrene be ar. 
rect and an entirely origt- 
nal conception by Frank 
More. 
Courtesy of Frank More’s 
French Footwear Shop 


Whites Beginning to Move 


Factories in the Cincinnati dis- 
trict have settled down to enjoy a 
quiet but nevertheless satisfactory 
business in after Easter trade. The 
bulk of the Easter orders have gone 
on to the retail trade and the manu- 
facturers now are finishing the odds 
and ends of these and cutting for 
after Easter work. 

Many factories report that white 
shoes are beginning to be demanded 
by dealers in the midwest and just 
south of and along the Mason Dixon 
line. Of course the demand for 
white in the south has been noted 
right along although manufacturers 
report that orders from this district 
are multiplying rapidly along the 
white line. 

Manufacturers are slightly hesi- 
tant upon what to push for after 
Easter and late spring business al- 
though they report no great diminu- 


tion in the demand for colored kids. 
It appears to be the impression that 
the freak colors, green and red and 
the like, are not likely to continue 
in demand and it is somewhat doubt- 
ful whether or not the other colors 
—parchment, gray and blond will 
keep. On the whole it is reported 
that there is a fair amount of orders 
in the colors, but patent leather and 
other staple lines are outstanding in 
the orders now being received and it 
is expected that these will continue 
to be good. 


Manufacturers Show Gains 


An encouraging report was re- 
ceived from officials of the Stanley 
Duttenhofer Company, last week. 
One hundred per cent increase over 
business last year is reported for the 
first months of this year and the offi- 
cials expect to continue to increase 
this splendid work. These same 
executives reported that the colored 
kid business continues to be good al- 
though they have on hand a number 
of orders for welts for after Easter 
delivery. 

That they have sold out all but two 
of their lines in colored kids and all 
but three of their eight styles of 
balloon lasts, was the encouraging 
report from officials of the Vollman 
Lawrence Company. The new line 
of shoes for matronly women, 
Madame Bo Coeuer, is reported to be 
opening new accounts daily. 

Other manufacturers in this dis- 
trict reported they were busy, but 
that there was nothing to add to 
these comments since their men are 
expected back from their territories 
within a few weeks when more au- 
thoritative news will be forthcoming. 


ROCHESTER 


Manufacturers Optimistic 


Rochester shoe factories are work- 
ing at top speed to complete the foot- 
wear ordered for Easter and within 
the next two weeks will be concen- 
trating their efforts on post-Easter 
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business. For some time there has 
been considerable speculation as to 
the possibilities of white footwear 
and there were many who felt that 
the light kid footwear would kill the 
sales possibilities for whites, but 
early orders do not indicate that this 
will be so. There has been a big de- 
mand for white footwear through- 
out the South during the past few 
weeks and early indications are that 
this will be a real white shoe season. 

Salesmen for local shoe factories 
have been in for the past two or 
three weeks, but will .all be back on 
their territories within the next 
week and are looking for real busi- 
ness from all parts of the country. 
The demand for shoes in the Roches- 
ter grades is much stronger now 
than it has been for several seasons 
and Rochester manufacturers are 
confident that the big spring run will 
continue well into the summer 
season. 


Nettleton Features Three New 
Styles 


The Nettleton Company has 
added three new spring styles to 
its in-stock department, making 
forty styles that are carried on the 
floor. Two of the new patterns are 
light weight oxfords, one in light tan 
calf and the other in black calf. The 
third shoe is a golf oxford of blond 
grain calf with tan trimmings. At- 
tractive advertising featuring the 
new shoes were mailed to Nettleton 
dealers recently and dealers were 
urged to place their orders early. 





MILWAUKEE 


Easter Business Good 


Milwaukee shoe factories are very 
busy at the present time getting out 
orders on the spring lines. The 
Easter demand has been satisfactory, 
and manufacturers look for a con- 
tinued good business for some time 
in the future. The demand for 
colored kids is still the outstanding 
feature in women’s shoes, while 
men’s shoes still hold pretty closely 
to tan colorings. 

“Our factory is very busy and has 
been for some time past,” stated 
Fred W. Callies, treasurer of the 
Rich Shoe Co., manufacturers of 
women’s shoes. “We are running a 
little ahead of February this month, 
and it looks as if our present activity 
would continue. Orders are coming 


in more steadily than a year ago 
which makes for better conditions. 


Colored Kids in Straps and Pumps 


“Colored kids are the big thing, 
of course, and both straps and pumps 
are moving very well, although 
pumps are slightly in the lead. Pearl 
grey is now showing the most ac- 
tivity. The demand for light tan 
colorings was strongest during the 


first part of February, but greys 


have come in very strong during the 
past few weeks. Everyone seemed a 
little afraid of grey at first; but now 
the merchant wants them and wants 
them quick. We are trying to ac- 
commodate them, but the demand 
was not expected to be so heavy, and 
the tanners are a little short of ma- 
terial.” 





Parchment Kid 
Is Ultra Smart 

















Follownig the trend of 
the summer fashion this 
oxford of parchment kid 
is ultra smart. 

—Oourtesy 





of Roos Bros. 





A very good business is also re- 
ported by Fred A. Mayer, sales 
manager of the F,. Mayer Boot & 
Shoe Co., manufacturers of Martha 
Washington shoes for women, Honor- 
bilt shoes for men, and On-We-Go 
shoes for children. Mr. Mayer is 
successor to C. H. Madsen as sales 
manager for this firm. 

“Business has been coming in just 
fine,” Mr. Mayer stated. “Most of 
our Easter business is now in, but 
we look for a good mail-order busi- 
ness during the coming few weeks, 
especially in our women’s line. Our 
Easter business has been very satis- 
factory, having run considerably 
ahead of last year. Women’s turn 
shoes and children’s stitchdowns 
have been very big, and men’s shoes 
have also been moving nicely. The 
demand .for women’s welts is not 
quite so big as usual, but the in- 
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crease in other lines has more than 
made up for this fact.” 


« BROCKTON | 





“Summer Weights” In Stock 


Summer weight shoes are receiv- 
ing unusual attention from Brock- 
ton manufacturers with practically 
all of the leaders planning to have 
this type of shoe in their “in 
stock” departments during the buy- 
ing season. Salesmen now carry- 
ing samples of the shoes which are 
being stressed for their comfort- 
giving qualities as well as style 
have already turned in some orders, 
enough to be encouraging to the 
manufacturers and warrant pro- 
ceeding on a larger scale on these 
shoes, firms report. The W. L. 
Douglas Shoe Co. and Geo. E. Keith 
Co., both of which maintain store 
systems in which their shoes are 
sold exclusively, will have special 
summer weight sections this year 
with a complete stock of the shoes. 
President Herbert L. Tinkham of 
the Douglas company is a strong 
advocate of the summer weights 
and has addressed shoe men on the 
subject. Brockton is represented 
on the committee of the National 
Boot & Shoe Manufacturers’ Asso- 
ciation “shoe consciousness” com- 
mittee by President John S. Kent 
of the Brockton Shoe Manufactur- 
ers’ Association. Among other 
things which will be taken up by 
the committee at its meeting in 
New York this month is the sum- 
mer weight shoe question and Mr. 
Kent will express the views of the 
local manufacturers. 


Cheaper Grades Being Considered 


Manufacture of cheaper grades of 
shoes is interesting an increasing 
number of local firms to the ex- 
tent that negotiations with locals 
of the Boot & Shoe Workers’ Union 
and concerns seeking price lists for 
operations on the grades are pro- 
gressing. Firms which have been 
granted prices are among the busi- 
est in the city at present. Churchill 
& Alden Co., E. E. Taylor Shoe Co. 
and A. Freedman & Sons, Inc., are 
included among firms which seek to 
engage in the production of the 
cheaper shoes and have negotia- 
tions pending. 


Keith Makes Excellent Record 


Geo. E. Keith Co. ranked fifth 
among the shoe firms of the coun- 
try in sales during 1925, President 
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Harold C. Keith told _Walk-Over 
salesmen and officials at the semi- 
annual sales convention March 1. 
All of the four firms which led the 
local company produce lower qual- 
ity shoes, he said. Vice President 
George H. Leach of the company 
said: “General business conditions 
throughout the country are the best 
they ever have been. New England 
is still the shoe center of the world 
and figures prove it.” A decided 
trend toward the purchase. of $7 
and $10 grades was reported by Mr. 
Leach. 


LYNN 








Factories Still Cutting Colored Kid 


Summer styles are appearing in 
the factories and they are as pretty 
as the proverbial picture. Easter 
shoes have been delivered on time. 
Cutters continue busy. Prospects 
are that factories of Lynn will keep 


busy until June, which is far 
enough to look ahead, as things go’ 
these days. 


Colors lead. This is the best sea- 
son ever for colors. Gray leathers 
continue to pass over the cutting 
boards, which shows that the de- 
mand for grays is not yet satisfied. 
White shoes are early in the fac- 
tories, and in numbers, too, fore- 
telling an excellent white season. 
Patent leather and black satin shoes 
are gaining; but they are staples, 
in comparison with the color novel- 
ties. 


Novelty Oxfords Tested 


Novelty oxfords, one and two eye- 
let ties and modifications of snappy 
ties are being tested, and some are 
being made on order. But the bulk 
of shoes in Lynn shops are pumps, 
both strap and strapless, step-ins 
and some gore styles; also tongue 
and buckle styles. 

Country Club oxfords have lat- 
tices in the front and openings in 
the sides, not exactly an open 
shank, but a “V” or an “O” cut on 
the forepart of the quarter. Shanks 
are slim and heels are high and 
graceful. Fancy laces are used for 
fastening the shoes. The main idea 
is that of making the oxford look 
light of weight and line, as becomes 
summer footwear. Ties are always 
summer-like shoes. 

There is some question as to 
whether some of the new open 
shank styles are sandals or new va- 
riaticns on strap pumps. But it is 
fairly safe to say that buyers scorn 


the old type sandals, with their 
slashings and cut-outs. 


Faney Patterned Straps 


New straps are of fancy pattern, 
perhaps crossed on elliptical lines 
over the instep or looped to the 
throat of the vamp or sides of the 
quarter. Some are braided, as, for 
instance a strap on a white shoe 
that is braided like the handle of a 
straw basket. 

Toes are a trifle wider on some 
new samples, but are still round 
and short. But heels continue high. 





Symbolizes a New 
Note in Shoes 














“The Gloria” symbolizes 
a note of spring—in black, 
yet made colorful with a 
delightful throat and col- 
lar motif of gold and red |. 
mottled snake and spike 


heel of the same material. 
—Oourtesy of Sommer & Kaufmann. 











More wood heels are used than ever 
before, even on sport models. De- 
signers are working toward sim- 
pler trims to facilitate production. 
But they do not ignore the: lines of 
beauty. 

Lynn is distributing its product 
over a wider field than ever. New 
accounts have been opened, espe- 
cially in the South and West. The 
novelty styles are spreading over a 
far flung line. This accounts to 
some extent for the extraordinary 
diversity of Lynn styles. 

Besides, the feminine mind is 
such that Miss Susan Flapper does 
not wish shoes like those her 
friends are wearing any more than 
she wishes a hat like that of the 
girl next door. 


Silk Stocking Counters the Latest 
Silk stocking counters are among 
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Lynn innovations. Merchants who 
have complaints about counters 
tearing holes in heels of stockings 
may be interested. ‘This silk stock- 
‘ing counter is made by cutting an 
extra wide scarf along the top of 
the counter. The cut is to a wafer 
edge, so that the line of the coun- 
ter appears neither on the quar- 
ter nor its lining. The edge of the 
counter is blended into the shoe. 
The quarter lining is cemented te 
this counter so as to make a per- 
fectly smooth lining free .from 
rough spots. 


Publicity for Lynn 


The Lynn Chamber of Commerce 
is starting to spend a fund which 
has been raised for advertising 
Lynn and its products. 


Another Style Show 


The Lynn Press Club will pre- 
sent a shoe style shew as a feature 
of its annual ball at the New Ocean 
House, April 9. Edric R. Taylor 
will be director. He has put on a 
number of style shows. 


William Goodwin Joins the Firm 


William Goodwin has become a 
director of the T. J. Sullivan Shoe 
Co. and has been promoted to the 
position of general manager of the 
factories in Lynn and in Glouces- 
ter. 


Over-Time Granted by State Board 


John R. Donovan Co., Salem, 
making 6000 pairs of novelties 
daily, has obtained permission from 
the State Board of Labor to run on 
an overtime schedule until Easter 
shoes are made and delivered. 








ST. LOUIS 

















Manufacturers Busy 


Shoe manufacturers ‘throughout 
the wholesale district are optimistic 
over the business .so far con- 
summated this yéar. February 
proved prosperous for many of the 
firms and gains were shown over the 
same period of a year ago. 

The Brown Shoe Company in Feb- 
ruary showed an increase in ship- 
ments over the same period of a 
year ago of $322,697.35. This is a 
substantial gain considering that this 
company had. one of its best years 
in 1925. There seems to be no 
change in the attitude of the retail 
shoe merchant, according to the sales 
department of some of the larger 
manufaeturers' with reference to 
buying in volume. The hand to 

[CONTINUED ON PAGE 107] 
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H| ERE is an opportunity that is better than 
bs any “success story” you ever read. It 
i doesn’t depend on lucky accidents, peculiar cir- 
cumstances or personal favoritism. 


} Wanted: 
| Men Who Can Grow 
Into a Partnership 





The sort of men who will answer this advertisement have 
gone as far as their jobs will let them. They want more 
responsibility, more independence. They will be interested 
in this Organization, which has grown because its Associates 
have grown. 


ie Salesmen are trained to become assistant managers and then 
| managers. They are then admitted into partnership in those 

stores which they help to create (capital for which is ad- 
vanced and can be paid back out of earnings). Everybody's 
progress depends upon training the man below to take a 
bigger place. 


| | Growth of the J. C. Penney Co. 
| | Reveals Your Opportunity 


ROM the original J. C. Penney Co. store opened in 

1902, the institution has grown to 676 stores in 44 states. 
The sales in 1925 were $91,057,120.44. The Company opened 
115 stores in 1920, 59 stores in 1922, 104 stores in 1923, 96 
stores in 1924 and 105 stores in 1925. Every new store 
means a salesman promoted to managership. 


If you are this man 
| WRITE or CALL! 


The man, in whom we are especially interested, is 
under 35 years of age and has had some experience 
in general or small department stores. He has not 
had the chance to show his real ability. He is 
familiar with one or more of the lines we sell—dry 
goods, ready-to-wear clothing, furnishings, shoes. 
No money investment required but a real ability in- 
vestment demanded. If you think you measure up 
to this OPPORTUNITY, write to our nearest office 
for booklet, “The Next Ten Years.” 


A NATION-WIDE 
| (‘Pe ‘INSTITUTION-. 
cane STORES 


330 West 34th Street New York City 
1205 Olive Street . $t. Louis, Mo. 
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Fz Satisfied Customers\ 


HOUSANDS of grateful women and 

men have found in the Fischer Protector 

instant and welcome relief from bunions 
and large joints. 


They also have the great satisfaction of hiding 
unsightly irregularities of foot form and being 
able to wear shapely stylish shoes. 


These men and women are loyal customers of 
the dealers who handle Fischer Protectors. 
They consider it extra service and an accom- 
modation to be able to get this much appre- 
ciated foot comfort device when they want it. 
This good will and customer contact is a 
very definite extra profit for the dealers who 
handle Fischer Protectors. 


Fifteen years of consistent national advertising 
has kept Fischer Protectors constantly before 
the public. The publications used this season 
total over 30,000,000 circulation. 


Your jobber can supply you with Fischer Pro- 
tectors. A small stock investment will pay. 


a SHOES dle PELY| 





















































ROTECTOR 
Fischer Manufacturing Co. 


Milwaukee 


IN STOCK 


IMPORTED ENGLISH 


RIDING BOOTS 
Men’s § ] 6 50 ue 
Women’s S ] 4 50 m 


ORDER THEM IN TAN OR 
BLACK 















































Riding Boots ‘are 

are 
STYLE in faver with ex- 
B-2774 perienced riders 

’ who _ recognize 
their custom- 
made appearance, 
superior work - 
manship and easy 
fitting qualities. 
These desired fea- 
tures combined 
with the English 
long time process 
of tannin give 
the English made 


























boots that inde- 
Colt Cromwell Co. boats foot. Snse- 
thing that sets 
Incorporated them apart as 
riding boots of 

rfecti 


596 Broadway 
New York, N. Y. 
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Manufacturers Meet as Guests of 


Retail Salesmen 


Shoe Salesmen’s Association 

held its first Manufacturers’ 
Night at Dupont’s last week. It was 
a gala occasion. Fun and frolic were 
emphasized in the brightly colored 
favors, “snappy” music and song. 
Around the festive board were 
gathered “the fathers” of the in- 
dustry. There was an attendance 
of about 170. It was the consensus 
of opinion that all retail shoe sales- 
men should join a salesmen’s asso- 
ciation—that it is constructive and 
helps the salesman—also the mer- 
chants. He propounded the principle 
that a poor shoe well fitted is better 
than a good shoe improperly fitted. 
President N. Greenwood, as_ toast- 
master, reviewed the activities of the 
association during its 12 years of 
existence. The N. S. R. A. was 
represented by Vice-president Irving 
B. Howe; President John J. Baird 
sent a congratulatory telegram 
which stated that the only reason 
he did not make the journey from 
Columbus to Boston was because he 
had previously promised to attend 
the Ohio Valley Shoe Retailers’ 
Association. 

R. W. Daley presented his newly 
patented device for a better tread. 
Councilor E,. T. Wright told the 
story of his business career—from 
the time that he went to work 
pegging shoes, through the various 
stages of work in a shoe shop—as 
traveling salesman, and manufac- 
turer—he was gratified to meet this 
new progressive group of retail 
shoe salesmen. 

Fred W. Small made a plea for the 
better and more correct markings of 
sizes and widths by last manufac- 
turer and shoe manufacturer; Mr. 
Small has shown his approval of the 
Boston Retail Shoe Salesmen’s As- 
sociation by being a member of 
same. 

Thomas F. Anderson, Secretary of 
the New England Shoe and Leather 
Association presented the com- 
pliments of President A. W. Dono- 
van, who is now sojourning in St. 
Augustine, Fla., and said that there 
is no branch of the industry more 
logically the one to accomplish a 
better shoe consciousness on the 
part of the public than the retail 


Bee sa Boston Retail 





Fred N. Greenwood, President of 
Boston Retail Shoe Salesmen’s 
Association 


shoe salesman. He particularly di- 
rected the salesmen’s attention to 
summer weight shoes for men. 

George B. Hendrick, sales man- 
ager for the W. L. Dougias Shoe Co., 
stated that the Brocton manufac- 
turers will back up any campaign for 
greater shoe consciousness which in- 
cludes the retail shoe salesman. T. A. 
Delany, Secretary of the National 
Shoe Travelers’ Association, stated 
that the retail shoe salesman is one 
of the best friends of the shoe 
traveler; he felt that every man 
should give some of: his time to co- 
operation with the other members of 
the trade or profession in which he 
is engaged. 


ECIL Q. ADAMS, of the Bris- 

tol Patent Leather Co., and 
chairman of the Tanners Council 
Board of Directors, advised diver- 
sity of thought on the part of the 
salesman and a consideration of the 
countries and peoples from which 
hides and skins come as a substitute 
for perhaps jazz. 

Henry Hagan advised harder and 
more conscientious work on the part 
of the salesmen and commended the 
cooperative spirit in the industry 
which is now manifesting itself— 
he urged a continuance of this co- 


operation. Elmer C. Bliss, president 
of the Regal Shoe Co. gave an in- 
spirational talk on systems. He 
stated that there was $100,000,000 
of idle surplus capital tied up in dis- 
continued styles, odds and ends. He 
felt that this might be avoided by 
the selling of more staple shoes, 
better stock control, better fitting 
methods, and better racking. He 
said: “If you want to find one best 
way to fit shoes, measure both feet, 
get sizes and widths—find one best 
way to order and rack stock—and 
then stick to that system.” 

Among others in the audience 
were the oldest salesman in point 
of service in Boston—Charles E. 
Damon, with Henry H. Tuttle Co., 
a contemporary of James B. Mc- 
Neil, head of the house of Thayer 
McNeil Co., the latter starting his 
shoe career as a shoe fitter in the 
old store of the Henry H. Tuttle Co. 


Spring Style Revue 
New HAvEN, Conn.—E. B. Bel- 
humuer is shoe buyer for the Ed- 
ward Malley Department Store here. 
On March 16 and 17, he will have 
an elaborate shoe style revue. He 
will give seven “close-ups” of shoes 
and hosiery, showing the most ap- 
proved models for spring, retail 
value—$25.00 to $30.00 the pair. 
Among these will be pastel shades in 
pink, blue and yellow in Palm Beach 
cloth and genuine Panama, plaid 
ooze, genuine ostrich skin and alli- 
gator, and genuine snake. There 
will be a raised platform, and noth- 
ing but the legs and feet will be 
shown. A special window display 

will follow the interior display. 


Testing the Public Style Pulse 


Mr. Belhumuer is also a member 
of the N. S. R. A. style committee. 
He believes that light colors will sell 
right through until the middle of 
May—that then white shoes will sell 
in large numbers. He believes that 
a merchant should “say so emphatic- 
ally” as to “what’s what” in style 
footwear. His advance showing will 
be for this purpose and will also 
serve as a testing process as to the 
“temperature” of the public on the 
new footwear styles. 
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Do You Know What 
a Stogie Is? 
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Or a Slunk? 
Or a Skiver? 
Or an Everett? 





MATCHED WELTING AND PIPING IS All thé unusual names used in the 
A COMBINATION HERE TO STAY shoe.and leather industry, as well 
— as those in everyday use, have 


x ee good a = 

m ° 
during 1926. Bates ‘Striped been. brought together in one 
Welting and Piping has 


nei ed anes ek voor compact volume—the fifth re- 


chants. Specify it°in your 


orders. vised edition of the 


~*~ Get Your 
—& Customer’s 


Eye and You Shoe and Leather 


Get His 
Business e 
M. H. BATES CO. on Yen tan Lexicon 
Manufacturers Do It. 
BROCKTON, MASS. 
But it is more than a trade dictionary 


—for in it, in addition to trade defi- 


GREELEY Boupoirs i : nitions compiled by shoe and leather 


neST authorities, are to be found correct 
OCK anatomical drawings of the foot, tables 


dew! play age when you sell my 
udoirs. our customers obtain of foot and last measurements, stand- 


their money’s worth in footwear 
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sare ol manutowtuiing, smpertonts ard carton sizes, systems of size mark- 
are in every pair. It is this spe- ° ° ° } 
cialization and concen- ing, hosiery sizes, how to figuré profits, 
tration that makes them , e . : : 
oo OR ae Se classification of leathers, standard size 
pa iy Be 5 | lengths and many other features. 
are uniformly 
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“The Place to Sell Hosiery Is the Shoe Store” 
THREE YEARS AGO “HOSIERY” 
F ccs tee eer aoe ce 

over 10,000 a e shoe mer ° ° 

Tie nae Ng ogrraicbvagaring ae The Price Is Fifty Cents 
rapidity. All over the country shoe mer- (Cash with Order) 
chants are a in hosiery depart- 
ments. Ea month the idea grows 
bigger. 
So we say a tee | place a 
hosiery easily, is to the shoe merchant. 
The Boot and Shee Recorder, through this BOOT AND SHOE RECORDER 


ier tee enon Soeee of ery PUBLISHING CO. 


buyers in the country. 207 South St. Bost M 
Boot and Shoe Recorder Publishing Company 
Boston, Mass. 
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BROCKTON, MASS. 


Address ail communications to the factory 




















M. A. PACKARD CO. Makers : 
BROCKTON 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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ST. LOUIS 
[CONTINUED FROM PAGE 103} 


mouth policy continues to be the 
method pursued by a majority of the 
merchants who are playing a style 
game. Colored kids of course have 
first call in the women’s end of the 


- novelty: business. 


The general line houses report that 
they find- few merchants who are 
looking much beyond Easter. This 
does not apply in the specialty plants 
where orders for white footwear 
have been placed in fair volume. 

All sections of the country seem to 
be in good condition according to 
the sales manager of one of the big 
houses who further stated that their 
men were not registering complaints 
in any territory. 


St. Louis Manufacturers Nominate 
Officers 


At the regular monthly meeting 
of the St. Louis Shoe Manufacturers 
and Wholesalers Association, held 
Friday noon, Feb. 26 at the Statler 
Hotel, the nominating committee re- 
ported the following names for offi- 
cers during the coming year. Presi- 
dent, H. G. Johansen; first vice- 
president, H. C. Stribling; second 
vice-president, H. F. Taylor; secre- 
tary-treasurer, F. A. Mahler; Board 
of Directors—J. T. Pedigo, P. B. 
Jamison, Norman McDonald, C. L. 
Drake. 

The election takes place at the 
March meeting which is held the last 
Friday of the month. A. G. White, 
J. H. Wilson, C. Reese, Jr., brought 
in the report. 


New Factory for Wisconsin 


BELGIUM, WIs.—A new shoe fac- 
tory started here March 1, with a 
capacity of approximately 1200 pairs 
daily. A. P. Gilbert, originally 
from St. Louis and Brockton, and 
more recently with the Simplex Shoe 
Manufacturing Company of Milwau- 
kee, is the organizer. The product 
is a high-grade line of infants’ and 
children’s calfskin Goodyear welts. 
The general office and factory will 
be located at Thiensville, Wis. 

Mr. Gilbert has had a number of 
years’ experience in the building of 
children’s and growing girls’ fine 
dress shoes. He has taken with him 
into this enterprise the Allen-Spiegel 
Shoe Manufacturing Company of 
Belgium, Wis., makers of the “Osteo- 
Path-Ik” welt shoe for children and 
will market these children’s welts 
with their same sales force, but 
under a different name. 





HAND TAILORED 
HAND LASTED 


BIon F- REYNOLDS Coun 
BROCKTON, MASS. 








STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson 
to Be Snappy” 4 


THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 








HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


SHOES and RUBBERS 
Every Wednesday and Friday 











SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. Selling 
values unsurpassed. Priced to 
please. Investigate. 
CRAIG-REED & EMERSON, Inc. 
Brockton, Mass. 
Boston Office, 10 High St., Room 304 
New York Office—Marbridge Bldg. 








BRIDGEWATER 
WORKEERS’ 

CO-OPERATIVE 

ASSOCIATION 


Factory, Bridgewater, Mass. 


SHOY 434 Marbridge Bidg., New York City 














America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 


Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 

















Boudoirs and Novelty 
Kimono Sandals 


Write for Prices 
BEST-EVER SILPPER CO., inc.. BROOKLYN, N. Y. 


FO ye 


ner -rEnen 


pisos 
RED BLACK PPT aN 


Swan Shoe Co., Baltimore, Md. 




















PARISTYLE FOOTWEAR MFG. 60. ING. 


41-45 Wasttngtes og Broo! 
Chicago Office, Security Bidg., 189 W. — . 


HIGH GRADE MULES and D’ORSAYS 
Made of iam Ouilted Satin, Embossed 
ane. Tinsel and Brocade 


a 








DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane St., 
; New York City 








illustrated 
tab 


le 
Gontort styles carried in 
Gardiner Co., "Pittsfela, N. H. 














EMIL RUBLACK 
Maker of Artistic 
Price and Sale Tickets 
. Samples vanconl Free on 

Reques 
140-142 wae, enoapway 
_NEW 
amined 1903 





Ne. 250, $2.50 per 100 
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Groenewold Is Herman’s 
Salesmanager 


Boston.—On March 1, H. C. 
Groenewold became sales manager 
for the Joseph M. Herman Shoe Co. 
of Millis, Mass., and Hallowell, 
Maine. Mr. Groenewold is well 
qualified for the position he now 
holds. He started his salesmanship 
activities with the Kelly Sales Sys- 
tem, Minneapolis, where he headed 
the sales organization and special- 
ized on shoe sales campaigns. For 
the last 314 years he has been sales 
manager for the Wobst Shoe Co. of 
Milwaukee. 

Mr. Groenewold intends to in- 
crease his selling force to fifty and 
will extend the company’s repre- 
sentation in the Middle and Far 
West. He also intends to have fre- 
quent sectional sales “get togethers.” 
In addition to extensive trade jour- 
nal advertising, a large amount of 
national consumer. advertising is 
being arranged. 

The men’s dress shoe line is now 
being made in the Hallowell factory, 
the Millis factory specializing on the 
work and policemen’s shoes. In the 
dress line, there will be young men’s 
and conservative types—concentrat- 
ing on four lasts in about 24 styles. 
An in-stock proposition will be 
maintained, with quick shipments 
and popular prices. 


H. C. Groenewold, sales ma 
of Joseph M. Herman Shoe 


Wynn Buys Store 


Richard Wynn has just bought 
the Sample Shoe Store of Bartles- 
ville, Okla., which he will operate. 
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HARD AND 
SOFT TOES 
IN 
STOCK 
Send for 
Price List 

325 W. Monroe St., Chicago, IL 


we. 
SUMNER 
SMITH 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 


Style B102 Bik. 
te et Be Gand 


Child's, 6 te y =r} 
Misses’ 11% te 2— 
Waemen's, toot ia 
Cee anes & UEKRDER, Ine. 
Sp ts in Ballet Manufacture 
241 “i Street - Philadelphia, Pa. 











IN STOCK 
BLACK BALLET SLIPPERS 
Ladies’ 


BLOG SHOE FINDING CO., 
147 Duane St., New York. N Y 




















“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE co. 
ROCHESTER, N, 


Boston Office, 183 * th “Street 











No matter what policy you may 

pursue in selling to the shoe 

trade, nevertheless, you need the 

Boot and Shoe Recorder 
All the Time 











geTIER WINDOW CARDs 


Je amonth 


RECORDER SHOW CARD -SERVICE 


180 'W. Uadison St.~Chicago 


Frames Cards 
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Waterproof 











Beggs & Cobb, Inc., Boston, Mass. 


est Virginia 


The high reputation of its users 
is s:gnificant of its merit. 
Paul; Product Department 
West Virginie Pulp S Peper Company, 
Detroit New York 














T. W. Gudeoe, Presa. F. E. Jones, Treas. 
W G Donald, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


98 SOUTH STREET BOSTON. MASS. 




















ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe C. gues and 
Shoe Booklets 
201 South Street Boston, Mass. 














shoe patterns 


ARLE SHOE PATTERN CO. 
Se MAIN ST. BROCKTON, MASS. 








N. Y. State Men Plan 


Convention 


POUGHKEEPSIE—P resident Charles 
T. Miller, of the New York State 
Shoe Retailers’ Association, called 
the members of the Executive Coun- 
cil to Poughkeepsie for a meeting in 


. the Chamber of Commerce rooms on 


Thursday evening, March 4. Plans 
for the 1926 convention, scheduled 
to be held in Poughkeepsie early in 
September, were the principal topic 
of discussion. Besides Mr. Miller and 
Secretary Harry A. Chase of Roches- 
ter, the members of the Executive 
Council are: Mott B. Hughey, Wat- 
kins; John Slater, New York; Jesse 
L. Patton, Schenectady; Charles H. 
Barton, Buffalo; William Pidgeon, 
Jr., Rochester. 


Move Shoe Department 


OKLAHOMA CITy, OKLA.—Remod- 
eling of the Strum Clothing Com- 
pany Store has doubled the floor 
space. The shoe department has 
been moved to the street floor, where 
it will have much more wall and 
seating capacity. Manager A. H. 
Clark feels the new location will be 
the means of his selling twice as 
many Bostonians, 


Making Slow Sellers Fast 


In these days of quick style 
changes anyone who can make it pos- 
sible for a dealer to change over slow 
selling opera pumps to the popular 
Colonial type of footwear is render- 
ing a real service to the trade. The 
use of the Buck-El-On Colonial 
tongue with a handsome imported 
steel buckle makes it easy to trans- 
form plain pumps to a very attrac- 
tive Colonial type. 

New ideas in merchandising are 
always welcome and suggestions for 
salable ornaments mean extra profits 
to the dealer. 


New Golden Rule Shop 


LYNN—Daley’s Golden Rule Fac- 
tory, No. 2, was incorporated last 
week with a capital of $50,000 by 
James Daley of Daley’s Golden Rule 
Factory of Lynn, Nathan Wise, a 
New York shoe merchant, and Wil- 
liam A. Richardson, who used to be 
with J. H. Baker & Co. of Beverly. 
The new corporation has taken the 
factory of J. H. Baker & Co., Bev- 
erly, for the manufacture of popular 
novelties. The Baker firm is liqui- 
dating. 
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Francis W. Dow, Organizer of 

The Francis W. Dow Leather 

Company, 100 Gold Street, New 
York City 


New Colored Glazed Kid 
House 


New YorkK.—Francis W. Dow, 
who for many years has been en- 
gaged in the manufacture and sale 
of leather, has formed the Francis 
W. Dow Leather Company, the sales 
headquarters for which were opened 
here on March 10 at 100 Gold Street. 
A complete line of colored glazed kid 
will be manufactured by this com- 
pany under the direct supervision of 
Mr. Dow. 

There are few better known or 
more experienced leather merchan- 
disers than Frank Dow. For a long 
period of years, he has been engaged 
in the making and merchandising of 
leather; he has been connected with 
some of the best known and most 
strongly established leather con- 
cerns. Besides an intimate and 
broad experience with the shoe man- 
ufacturers of this country, Mr. Dow 
has already traveled extensively in 
Europe and may be said to have a 
thorough knowledge of world leather 
requirements. 


New Shoe Store 


Des Mornes—George Breck of 
the Walk-Over Boot Shop, opened 
his new shoe store, which has been 
under construction for some time at 
518 Walnut Street, about Feb. 1. 
This is one of the most up-to-date 
Walk-Over shoe stores in this sec- 
tion of the country. Mr. Breck was 
in Chicago during the N. S. R. A. 
Convention. 
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e.: 
palttsorder rates for space less than one-cighth a lg a a geen Ag a 
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SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 











SALESMEN WANTED 


Michigan Wisconsin 
FOR Minneseta Nebraska 

Missouri Arkansas 

Cc 44, 4 M 4 St 2 





To sell a line of Men’s Dress Welts 


recognized as the outstanding $5 (retail) 


proposition of the United States. Sub- 
stantial ‘‘action’’ salesmen. Give sales 


record, own hand-writing in first letter. 
Write freely, will be held strictly con- 
fidential. 

Address B-983, care Boot and 
Shoe Recorder; 1627 Locust St., 
St. Louis. 








Shoe Salesmen to carry in connec- 
tion with present line our Master Foot 
Appliances; fast sellers; will. pay high 
rate of commission; applications only 
from men with established trade. DR. 
IRWIN COHEN, 408 Pearl St., 
Buffalo, N. Y. 








RESIDENT 
SALESMEN WANTED 


in the following cities: Pittsburgh, 
bas po. a Philadelphia, Denver, 

Angeles. Unusually 
athenctive line “a high grade boys’ and 
children’s fine welts. Applicants may 
also have some non-conflicting line. Pléase 
give full details in first letter, which 
will be read by the Lape a7 of the 
company only. Address care 
Rest and Shoe henewdeb, a ahs Ww 

St., New York, N. Y. 








SHOE SALESMEN—ATTENTION 


If you are open to take on fast selling side line of materials to the retailer, on commis- 
sion basis, we are looking for active, ambitious men. Excellent opening. 
Address B-988, c/o Boot and Shoe Recorder, 207 South St., Boston, Mass. 


r 








SINGLE MAN WANTED 


as traveler for Australia and New Zealand, representing syndicate of American 
manufacturers, non-conflicting lines, trade and syndicate offices already es- 
tablished and open for expansion. Commission compensation with liberal 
guaranteed drawing account. Address C-19, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. ; 








WANTED 


To Carry as Sideline! 


Salesmen who are at present carrying women’s fancy shoes or men’s shoes, 
in certain territories which we now have open. Our line, which is one of the 
greatest all year selling propositions on the road today, consists mainly of welt 
Shoes, with corrective features, in repeat patterns, to retail at very popular 
prices. Only men with established trade need reply. 


Address C-22, c/o Boot and Shoe Recorder 
207 South Street, Boston, Mass. 











SALESMEN to sell side line all leather flexi- 
ble turns 1/5 and stitchdowns 2/11; popular 
priced “ea shoes in stock. Give full HIGH GRADE SALESMEN 
ticulars. cent commission. Maize hoe WANTED 

Co., 420 be. Paul, | Rochester, N. Y. 
Volume salesmen can find excellent con- 
nection with strong line of high grade 





SALESMEN WANTED 


WANTED—High class salesmen to travel Kentucky, Tenriessee and Alabama by one of the best known 

manufacturers of women’s high grade Welt and McKays in the country—nationally known and chain stores, and big lot buyers. Give 

nationally advertised. Only salesmen having an established trade in this territory will be considered. 

We are —— ~~ ee —- A the man who can qualify. Apply in writing, telling eare B 
com, story ir 

your D! you rep! they be treated with confidence. Address C-25, eare Boot 239 W. 39th St., New York. 


and Shoe Recorder, 207 South St, Beston, 


boys’ and children’s fine welts. Terri- 
tories open: Middle West, Far West, 
Coast, South Atlantic and New —— 
Applications wanted from men who 

been selling jobbers, department saben, 


full details in first letter — we will 
treat confidentially. Addre: N 
oot and Shoe eocerder, 

















Recorder, 207 South St., Boston, Ma 


REAL OPPORTUNITY 


For experienced men, to sell factory line of women’s novelty McKays at 
popular prices. B widths made up—C and D widths in stock. Straight com- 
mission basis. Write fully in first letter. 









Address C-24, care Boot & Shoe 





d C-6, care 
Recorder, 207 Seuth St., Boston, 


ass. 
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" SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 








SALESMAN WANTED 
WE HAVE AN EXCEPTIONALLY 
STRONG LINE OF WOMEN’S 
NOVELTIES IN STOCK TO. RE- 
TAIL AT $4.00 TO $7.00. A FEW 
SOUTHERN, MIDDLE WESTERN, 
AND NEW ENGLAND STATES 
ARE STILL OPEN TO REAL PRO. 
DUCERS. WRITE, GIVING DE- 
TAILS OF YOUR EXPERIENCE, 
LINES CARRIED AND _ REFER. 
ENCES, 

MONARCH SHOE CO., Ine. 

149 


Duane Street 
New York, N. Y. 








Attention, Shoe Clerks 


Something you can sell to almost 
all kinds of merchants in your 
Town (Not Footwear), “Sell your 
own boss.”” Cost you $2.50, sells 
for $7.50, your profit $5.00. You 
can make some extra money to buy 
a new car. The first clerk sending 
$2.50 for sample to take orders gets 
exclusive sale for his town. Money 
back if you can’t sell them in ten 
days. Get busy. You can’t loose. 
I was a Shoe Clerk for ten years. 
Makes a good side line for sales- 
men on the road. 


Guy Alspach Shoe Stores 
Rochester, Indiana. 








PACIFIC COAST SALESMAN 
WANTED 


High grade salesman for this ter- 
ritory to handle a long established 
line of good Brooklyn turn shoes 
retailing from 10.00 to $12.00. 
Must be a live wire producer with 
established business. Give full 
particulars as to experience. Ad- 
dress N-544, care oot & Shoe 
Recorder, 239 West 39th St., New 
York, N. Y. 











SALESMAN for Mississippi and Louisiana. 
Travel by automobile. Stitchdowns, Mc- 
Kays, Leggings, Hagerstown, Shoe & Legging 
Company, Hagerstown, Maryland. 





ALESMAN with established trade in Mon- 

tana, Washington, Oregon and Idaho to sell 
on seven per cent commission, Misses’, Chil- 
dren's and Infants’ Turn to Retail 
Trade. References necesary. Edward 
Kennedy, 9 Furnace St., Rochester, N. Y. 





WE have several openings for side line shoe 
salesman. Our side line consists of shoe 
ribbon novelties, rhinestones, 

buckles, etc. When writi i 

in your. first letter. 

and Shoe Recorder, 

Mass. 





ANTED—Real adeewe in established ter- 

ritories; Ohio, Indiana, Illinois, Iowa, Wis- 
consin, also Georgia and Florida, to sell our 
up-to-date Infants’, Children’s and ‘Misses’ 
Turn and Stitchdowns. Address with reference 
The Rehr Shoe Co., Orwigsburg, Pa. 





GHOE Salesmen Wanted—Several choice 
territories are open for shoe salesmen with 
road experience to sell line of St. Louis 
McKays. Give experience, line handled, ref- 
erence and full’ information in first letter. 
Address C-16, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





SALESMEN to carry a side line of one 
sample shoe bag. Big seller in all shoe 
stores. Ten per cent commission on all ac- 
cepted orders. New Idea Mfg. Co., 534 N. 
Third St., Philadelphia, Pa. 


ANTED—Salesmen for Louisiana, Michi- 
gan, North and South Carolina to carry 
line of fast selling women’s novelty McKay 
shoes, $3.15 to $4.50 wholesale. No objection 
to men carrying non-conflicting line. iberal 
commissions, no advances, monthly settlements. 
Only men with established trade need apply. 
Send references with first letter. Shu-Stiles, 
pecorparenes, 1330 Washington Ave., St. Louis, 
0. 





SALESMAN WANTED—Who is calling on 
the retail trade and department stores to 
handle a line of shoe buckles manufactured 
by the largest factory in America as a side 
line on strictly commission basis. Exclusive 
territory guaranteed. Give reference and state 
territory covering. Write Blacher Brothers, 
43 Sabin St:, Providence, R. I 





ESIDENTIAL Salesmen—Excellent connec- 

tions with a strong line of stitchdowns to 
carry as a side line for retail chain stores 
and department stores on a straight commis- 
sion basis for the following territories: North 
and South Carolina, Alabama, Georgia, In- 
diana, Kentucky, Iowa, Minnesota, Mississippi, 
Michigan, Nebraska, North and South Dakota, 
Ohio, Virginia, West Virginia, Wisconsin, 
Tennessee. Address N-543, care Boot and 
Shoe Recorder, 239 W. 39th St., New York. 





GHOE Salesman who has personal acquaint- 
ances with the shoe manufacturers’ in New 
England to represent the largest manufacture 
of shoe buckles and ornaments of America. 
Proposition strictly on commission basis only, 
or will consider one who is handling shoe 
findings or leather to carry our line in ton- 
nection with his. State experience and full 
rticulars in first letter. dress Blacher 
rothers, 43 Sabin Street, Providence, R. I. 





ALESMAN WANTED—For State of Michi- 

gan. Must be a first class man with selling 
experience in Michigan. Must live in Michi- 
gan. Jung Shoe Co., Sheboygan, Wis. 





SALESMAN to sell popular-priced line of 

Turn Boudoirs (Leather soles) in colored 

kid and quilted satins. Also Soft and Hard 

Toe Ballets. In Stock—Easy Sellers—profit- 

ms side-line. John E. McNamara, Haverhill, 
ass. 








LINE WANTED 


L'VE Wire Salesman, 10 years’ with California 
trade wants shoe store and repair shop find- 
ings and novelties. Well acquainted, has car, 
Commission Basis, best of references. Address 
C-1, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





THOPEDIST — graduate -doctor—with 16 

years’ experience in the retail shoe business, 
seeks position where fine fitting and highly 
specialized knowledge of diseases and deformi- 
ties of the foot will be valuable. Has own’ 
X-Ray equipment and facilities for manufac- 
ture of an exclusive line of Arch Supports, 
if desired. Connection sought is with large 
retail store in charge of orthopedic work or 
with manufacturer of corrective or semi-cor- 
rective, footwear, where knowled of foot 
disorders would be, valuable in cee or sales 
promotion work. Address C-12, care of Boot 
= Shoe Recorder, 207 South St., Boston, 

ass. 





HOE buyer, long experience, open for posi- 

tion. Twelve years’.department ‘store buyer 
and last seven years Supervising Buyer for one 
of the largest mail order houses in the country. 
Best of reference as to character and ability. 
Reply C-18, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





RETAIL Manager and Buyer open for posi- 
tion after pril ist. Good references. 
Illinois preferred. Address C-20, care Boot 
He Shoe Recorder, 207 South St., Boston, 
Mass. 


BUSINESS OPPORTUNITY 














SHOE FACTORY 
WANTED IN 
NORFOLK, VIRGINIA 


We have a suitable building and will as- 
sist any reliable person or concern who 
will come here and start a SHOE FAC- 
TORY. This is an Un-Usual opportunity 
as you will have the co-operation of the 
— population. Communicate at once 
w 


SAMUEL A. HARRIS 


Mutual Building Assn. Bidg. 
121 Tazewell St., Norfolk, Va. 











SMALL shoe manufacturer has patented Arch 
“ Support Shoe. Very efficient in the correc- 
tion of arch troubles. Invaluable to flat feet. 
Wishes practical shoe men or welt shoe manu- 
facturer to become financially interested, and 
to place shoes on market. This is worth your 
consideration. - Address C-23, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





SALES OPPORTUNITY IN FLORIDA— 
The writer of this advertisement is a prac- 
tical shoe man, well-known to the trade, and 
has recently been making a careful investiga- 
tion of Florida as a shoe market. I am con- 
vinced that there is profitable shoe business 
to be had throughout the State, and feel that 
it is an excellent place to popularize a line 
owing to the fact that notables are being 
attracted here from all parts of the world. 
In the near future leading manufacturers 
will be trying out the new styles in Florida 
in December and January for the other parts 
of the United States to follow. It is possible 
to secure a considerable volume of business 
if gone after in the right way. I desire to 
connect with a factory producing smart, popu- 
lar-priced men’s shoes, a concern that would 
figure on operating a few strategically located 
stores if it should necessary to secure 
volume. Best of references required and 
furnished. For further particulars, address 
C-21, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








FOR LEASE 


SPACE to lease for priced ladies shoe 
department in s ity store in 100% loca- 
tion, Worcester, Mass. Address B-989, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








ag SE es ad Lenge iat 
fig department store city of nearly A 

whick has always operated its own shoe de- 
partment, wants to lease same to manufacturer. 


_ Address C-11, care Boot and Shoe Recorder, 


189 W. Madison St., Chicago, I 


. System, Electric Generators. 





FOR SALE 


FOR SALE, Best established Shoe Store in 

Muncie, Indiana. See F. B. Jones, 215 
pas Seymour Street. Five Year lease on our 
oom. 








FOR SALE 


Shoe store, Summit, New Jersey, 
10,000 population, 3 years’ reason- 
able lease; write or phone Jami- 
son-Harris, iInc., 66 Washington 
Street, Bloomfield, New Jersey. 











ceiling laddérs; over 200 feet of track. 


FOR SALE—4 Ball Bearing, 15 foot, rolling 
Write S. Cohen & Co., Columbia, Pa. 





FOR Sale or To Let—4 Story Brick build- 
ing and basement. 10,000 square feet or 
more floor space. Two Engines, Sprinkling 
Will share com- 
mission with anyone instrumental in purchas- 
ing this building. Address C-17, care Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 





Information for Shoe Merchants 


The advertising pages of the Boot and Shoe 
Recorder constitute an almost inexhaustible source 
of information as to where. and what to buy. 
They are worthy of your closest attention. 
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FOR RENT 





FOR RENT 


MISCELLANEOUS 




















FOR RENT 


Plumb in the Center of New York’s Shoe District! 


A first class sales office and display room in the heart of the New York 
shoe district. Wéill rent this exceedingly desirable space for one substantial 
line or to two non-competitive houses. For details address 


B-944, c/o Boot and Shoe Recorder 
239 West 39th St., New York City, N. Y. 








ment Store in Troy, N. Y. For the sale 

women’s shoes retailing from $5.00 wp. 
Space is about 28x50 — ning Cloak Depart- 
ment on second floor. levator Service—Im- 
mediate possession—Rent, $3,000 per annum, 
minimum. hy By care Boot and Shoe 
Recorder, 207 h St., Boston, Mass. 


T2 RENT: Space in finest Women’s Depart 
of 








MISCELLANEOUS 








—SNAKES— 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 


LEATHER DE LUXE Co. 


47 West 34th St., New York 


“Largest Importers 
Novelty Leathers” 








New and Used Chairs 


Save floor space 
and make your 
store more attrac- 
tive. 

Seoforfoofoofoofoofoofooforfoofooge 
Finished in any 
color and recov- 
‘ ered to match fix- 
tures or furniture. 


Peieebelelelnilnias 


Stock always on 
hand. Shipped 
anywhere. 


Prices: From 
$2.00 each up. 





Crown Motion Picture Supplies 
Now located at 729 7th Ave. 

3rd Floor, Room 310 
New York City - - - - - - N.Y. 

















LABELS 





ATTRACTIVE 
SHOE CARTONS 


LABELS 


for the exclusive shoe trude 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


im 
FRANA © MEYER CO ox 


2G64-27's LEXINGTON AVE. 
BROOKLYN AY 
AMERICAS GCRIATISI SHOT CART Om MIRS 





Complete set of 


samples uper request, 
without obligation. 


“MANCHESTER” 


(Trade Mark Reg. U. 8S. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


“Manchester” 
Trade sees — Cw. 6. 





nippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 


“MANCHESTER” 


curved jaw when or- 
dering. 
Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. Teor W. Lake Se. 























WOVEN 
N=) a 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-39 W 3474 ST. N.Y.C. 
Phone WISCONSIN 8130 


SHOE CARTON ) 


sign and print most | 
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A SHOE STORE NECESSITY 


“VARNUM” 
(Trade Mark Reg. U. 8. Pat. Off.) 


SIZE STICK 
The Most Popular Stick 
Used Today 


WHAT DO YOU USE? 


“VARNUM” 
Marked with Standard 
American, French, 

English 

Measures 
Three Styles 1-23 
RETAIL SHOE 
STORES USE 

.No. 3 


$1.50 Each 


“Varnum” Size Sticks 
are made eof Extra 

Quality Maple Weed 
with Nickel-Plated Trimmings. 
Make an attractive fixture for 











To Your Jobber or Write Direct 
Manufacturers 


F. W. Whitcher Co. ‘Suu 
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WANTED TO PURCHASE 








Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 


CIN CINNAT?E, O 
ée aot mere 
so 











‘DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 


é 








Milbradt 
Ladders 


[| made for 40 years 
by the original in- 
ventors. 

Made in all styles 
men to suit any shelving 
Be] condition. 

Get our prices before 

placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 














CUT STEEL 
BEADED BUCKLES 


and 
Every Type 
o 
Rhinestone 
Buckles 
and 
Ornaments 


Eactusive Designs 
Reasonable Prices 
Wide Variety 
Send fer sample selection 
PumapetpHia SHoe Novetty Co. 
Manufacturers 
1210 Ne. 7th St., Philadelphia, Pa. 








IDEAL ROLLING 
LADDERS 








25% Ch 
pod Prtawot 2 


Purniture 
t ° St. Loni: 
b irkwood. Mo. 


























WANTED TO PURCHASE 


























HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. Quantities 
no object. Retail or whol e. Short 
term leases taken off your hands. 
Wire or phone us. Correspondence 
confidential. Established 1890. 

UBERG 


GLA 
436 Grand Street, New York City 








We also purchase clothing, hats, fur- 
nishing goods, etc. Dry Dock 0362 





Cheaper Shoes Segregated 


The Golden Rule shoe department 
has inaugurated a new innovation— 
a $5 section, a department entirely 
apart from the regular shoe depart- 
ment of the store. The section is 
located in another part of the main 
floor, with a different sales force, 
although under direction of Mana- 
ger Walter Peterson. The idea is 
to provide a place where a medium- 
priced shoe can be found by the 
lady who is not likely to go to the 
regular shoe department. 


We buy quick and pay highest cash 
price for retail and wholesale stocks 
of shoes or any other merchandise. 
Quantity no object. 

For 30 years our specialty. 

Bank and mercantile references. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 

610 Broadway, 
Phone Pulaski 1796 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
$96 BROADWAY, NEW YORK, WN. T. 








CASH PAID 


for shoe stores or surplus stocks of 
shoes or for other merchandise. Leases 
taken over. We will send a repre- 
sentative to investigate and make 
offer upon request. 


l Co. 
591 Broadway, New York City 
Phone Spring 5160-6161-5162 


CASH PAID 


or entire shoe stocks or surplus stocks 
‘f shoes or other merchandise. Any 
uantity. Prompt attention given. 


<IRSCH-BLACHER CO.., Inc. 
622-624 Broadway, New Yerk, N. Y. 
Phone Spring 1443 


St. Paul 


New Ideas on Turnover 


Fred A. Grauel, manager of the 
shoe department at Husch Bros., 
St. Paul, comes to bat with a vigor- 
ous defense of the “turnover” sys- 
tem. Fifteen minutes is enough for 
one salesman to wait on any cus- 
tomer, he says. If he can’t sell her in 
that time he can’t sell her at all. It’s 
time for a brand new start with 
another salesman. That’s his sys- 
tem. He’s certain it pays, for he 
claims 60 per cent success. “Even 
if a salesman does sell her where 
he hangs on for half an hour or s0, 
the shoes will come back—our ex- 
perience is that 75 per cent of the 
sales made after prolonged show- 
ings come back. We don’t have 
many who complain of being turned 
over to a second salesman. I have 
taken ladies who seemed to resent 
this and pointed out our long rows 
of boxes. ‘Do you think any one 
man could know all those different 
styles?’ I asked. Invariably they 
agreed that is impossible. ‘Then,’ 
I continued, won’t you be good 
enough to allow the man who ig en- 
tirely familiar with a different line 
of shoes than you have seen to show 
you something different?’ That is 
logical and three times out of five 
a sale results.” 
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_ Additional findings profits 
from Repco Brushes and Daubers 


ARLY every person who fer only in the method of fasten- 
enters your store is a pos- __ ing the bristle knots. 


wepededts:x,<cemapdars copying Repco Daubers are made only in 


Brushes and Daubers. Display the stapled type. Like the brushes 


— RES: ie LDReENeee they are made of the finest stock 
prominently and call your cus- : 
and finish. 


tomers’ attention to them. Take 
advantage of this fine opportunity Show them 
for additional findings profits. Peri 
Repco Brushes are made in both 
the stapled and wire drawn types. 
The wood and bristle stock are 
the finest obtainable and are 
equally good in both types, while 
the wax finish is carefully applied 
and is lasting. The two types dif- 


For Sale by 
Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 
J. K: Krieg Company, 39 Warren Street, New York City 


When writing to advertisers please mention: Boot anp SHoe Recorver 
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» WAbh Teurn Wo Vak ve In Years Line Tus! 
SILVER BROGADE SLIPPERS ' 


An electrifying offer- 

ing made — possible 
by an enofmous | 
underpriced..  pur- 

chase of Gengiine 

Imported Lizard 

Silver Brocade. 

No. 5252—Made*with ‘beaded uy 

edge sole, 18/8 spike heel, in 

A, B and C widths. “We re- 

serve the right to limit quantity 

to any one customer. 





We're bidding you place your order at once 
before the mounting flood of orders comes pour- 
ing’ in from all over the country. 


‘SOLD ONLY IN LOTS OF 18 PAIRS 
OR OVER 


Rocers BROTHERS 
Manufacturers and 
Distributors 


59 Lincoln Street 
Boston, Mass. 


1385 Bush Street 
San Franciseo, Cal, 


—Precisely’the same style and verve. 
—Precisely the same perfection in fit. 


—Precisely the same honest workmanship 
which extends to the smallest hidden part. 


—Precisely the-same lasting worth that tells” / 
“the story of the astonishing popularity of 
all Rogers Brothers Shoes. 


This is precisely what you will find in every 
pair of these Beautiful Slippers 
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